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They're Going Overboard For Victory —Are YOU? 


USE 8-POINT PLAN FOR 
AN OVERBOARD DRIVE 
IN THE 6th WAR LOAN! 


NOV. 20th TO DEC. 16th 


Start the ball rolling by appointing a 6th War 
Loan Bond Committee, representing labor, man- 
agement and other groups, 


 Y Carry on by selecting a Team Captain—prefer- 
ably a returned veteran—for every 10 workers. 
Right at the start, establish a Quota for each 
department—and every employee. 


Arrange frequent Meetings of Captains, high- 
lighting importance of their work — effective 
sales methods—and need for painstaking study 
of Treasury Booklet, Getting The Order. 


Our fighting men still have a long way to go! But—your plant- 
wide selling of the 6th can do much to shorten their embattled 
miles—lessen the price they so willingly pay for victory! Join 
the coast to coast parade of patriotic firms that are assuring an 
“overboard” showing in the 6th by following through on 
every point in the 8-Point Plan. 


Make definite Assignments to those best equip- 
ped to arrange music, speeches, rallies, com- 
petitive progress boards and meeting schedules. 


Issue Individual Pledge Cards—made out in the 
name of each worker and providing for both 
cash and installment purchase. 


Resolicit! This is the secret of “overboard” War 
Bond subscriptions. Your State Payroll Chairman 
has a special Resolicitation Plan for you to put 
into action near the end of the campaign. 


Give generously of your Advertising Space to 
drive home the War Bond story. 


The Treasury Department acknowledges with appreciation the publication of this message by 
HteNATIONAL UNDERWRITER 


This is an official U.S. Treasury advertisement—prepared under auspices of Treasury Department and War Advertising Council 


FRIDAY. NOVEMBER 17, 1944 











A JOB FOR 

BOTH PARTIES... 
THE 6TH WAR 
LOAN, AND, AS 
USUAL, LIFE 
INSURANCE 
WILL LEAD THE 
WAY. 
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UNION CENTRAL supplies 
Practical Sales Help to 


pave the way for its agents 








“This time- 
ly material 
comes from the home 
office every week. It 
sure helps to make 
more sales!" 






These little booklets are now being written in the language 
of the layman and are easy to understand. Every one will 
give a thorough description of the type of policy each 
policyholder may have just purchased. 


Prospective policy purchasers, too, will appreciate this 
series of comprehensive booklets, for they give a complete 
understanding of the services and plainly’ show the values 
of U. C. contracts. 


It’s just another reason why U. C. agents find it so easy 
and like to sell for this up-to-date company. 


The. UNION CENTRAL LIFE 
INSURANCE COMPANY 
CINCINNATI, OHIO 
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Ponder Medical 
Research Project 
at N. Y. Conference 


Insurance Leaders Meet 
with Those Prominent in 
Medical Research 


How the institution of life insurance 
can participate in stimulating medical 
research for the purpase of reducing 
mortality rates among policyholders and 
the public generally was the subject of 
a meeting held at the Waldorf Astoria, 
New York. Those attending included 
a distinguished group of medical men 
who are interested in research, and a 
joint committee of life insurance men 
appointed by the American Life Con- 
vention and Life Insurance Association 
of America. 


The project was under consideration 


in 1940 but was laid aside under stress- 


of war developments. Because of the 
great stake of life insurance policyhold- 
ers in the prolongation of life and the 
amelioration of. old age, the joint com- 
mittee was set up to consider the ad- 
visability of creating a fund for medical 
research to which all companies inter- 
ested would be invited to contribute. 


Name Advisory Committee 


Many helpful suggestions were made 
and as a result, an advisory committee, 
consisting of Dr. Alan Gregg, Dr. 
Lewis H. Weed, Dr. Alfred N. Rich- 
ards, and Dr. Francis G. Blake was ap- 
pointed to assist the insurance commit- 
tee in formulating a specific program 
and outlining the type of organization 
to handle it. The committee will pre- 
pare a report to be presented next 
spring for consideration by life insur- 
ance medical officers, L.I.A. and A.L.C. 
executive committee. 

The members of the joint insurance 


committee, all of whom were present, 
are: . E. Bixby, Kansas City Life; 
Leroy A. Lincoln, Metropolitan Life; 


James Lee Loomis, Connecticut Mutual; 
George Willard Smith, New England Mu- 
tual; T. A. Phillips, Minnesota Mutual; 


‘M. Albert Linton, Provident Mutual. 


The medical men in attendance were: 
Dr. A. R. Barnes, Mayo Clinic; Dr. Fran- 
cis G. Blake, dean Yale Medical School; 
Dr. Earl D. Bond, director Institute for 
Nervous & Mental Diseases, Pennsyl- 
vania Hospital; Dr. William B. Castle, 
Thorndike Laboratory, Dr. 
George W. Corner, director department 
of embryology Carnegie Institute of 
Washington; Dr. Cecil K. Drinker, school 
of public health Harvard University; Dr. 
Rolla E. Dyer, director National Insti- 
tute of Health, Maryland; Dr. Lester J. 
Evans, Commonwealth Fund, New York 
City; Dr. Frank Fremont-Smith, Josiah 
Macy, Jr., Foundation, New York; Dr. 
Alan Gregg, director Rockefeller Founda- 
tion, New York; H. J. Harwick, Mayo 
Clinic; Dr. Frank R. Lahey, Lahey Clinic, 
Boston; Dr. Robert F. Loeb, College of 
Physicians & Surgeons, New York; Dr. 
John R. Paul, Yale Medical School; Dr. 
Alfred N. Richards, vice-president Uni- 
versity of Pennsylvania; Dr. Peyton 
Rous, Rockefeller Institute of Medical 
Research; Dr. Roy W. Scott, Western 
Reserve University, Cleveland; Dr. 
George K. Strode, director international 
health division, Rockefeller Foundation, 
New York; Dr. Lewis . eed, Johns 
Hopkins University school of medicine. 


Life insurance medical officers were 
represented by Dr. Donald B. Armstrong, 
Metropolitan Life; Dr. William Bolt, 
President Association of Life Insurance 
Medical Directors; Dr. Donald B. Cragin, 
Aetna Life, and Dr. Ernest J. Dewees, 
Provident Mutual. 


James A. Fulton, president, and Albert 

ike, Jr., associate actuary of L.I.A., and 
James A MacLain, immediate past presi- 
dent of the American Life Convention, 
were also in attendance. 


Boston; 


Set Forth Considerations 


Behind Proposed Bill 


The National Association of Insur- 
ance Commissioners this week released 
a memorandum of explanation of the 
proposed federal legislation, stating 
that the organization sincerely believes 
that the states can adequately regulate 
the insurance business, and because of 
legal considerations and the close prox- 
imity of state supervisory officials to 
the people affected, are in a better posi- 
tion to regulate that business than the 
federal government. In that regard it 
has regulatory machinery available, in- 
cluding regulatory statutes and trained 
personnel. It is our understanding that 
Congress shares this belief. It is there- 
fore regarded as essential that Congress 
should declare its policy and its will. 
This first paragraph intends that conse- 
quence. 

There are a number of decisions of 
the United States Supreme court to 
the effect that Congressional silence or 
inaction in the field of interstate com- 
merce is “equivalent to a declaration 
that the interstate commerce shall be 
free and untrammeled.” 

But there are some recent cases which 
would conceivably support a contrary 
conclusion. 

Since the immediate problem involves 
a business with an annual premium in- 
come in the billions, with outstanding 
contracts affecting millions of our peo- 
ple in every phase of American business 


and social life, it was felt that any pos- 
sible conflict in these decisions should 
be considered in the declaration of Con- 
gressional policy and will, even though 
they may seem to be somewhat con- 
tradictory. 


Section 2, subsection (a). 

This subsection implements the earlier 
declaration of the Congressional policy 
and will by providing that “the business 
of insurance, and every person engaged 
therein, shall be subject to the laws of 
the respective states which relate to the 
regulation of such business and which 
impose fees or taxes thereon.” There is 
ample Congressional and judicial prece- 
dent for this phase of the suggested leg- 
islation. Pilotage Law (1789), 46 U.S.C.A., 
211; Cooley v. Board of Wardens, 12 How. 
209 (1851); Wilson Act (1890), 27 U.S.C.A., 
121; In re Rahrer, 140 U.S. 545 (1891); 
Lacey Act (1900), 18 U.S.C.A., 3 i 
Hesterberg, 211 U.S. 31 (1908); 
Kenyon Act (1913); 27 U.S.C.A., 122; 
Clark Distilling Co. v. Western Maryland 
Railway Co., 242 U.S. 311 (1917); Hawes- 
Cooper Act (1929), 49 U.S.C.A., 60; Whit- 
field v. Ohio, 297 U.S. 431 (1936). 


To Minimize Conflict 


Subsection (b). 

This subsection further implements the 
earlier expression of the Congressional 
policy and will, and is designed to elimi- 
nate or at least minimize conflict between 
state laws and existing or future acts of 
Congress, and perhaps more important, 
to furnish a guide to the courts in any 
litigation which may ensue as to just 
what the Congress intended. 

One of the pillars, if not the keystone 
of state regulation, is the licensing 


(CONTINUED ON PAGE 17) 





Text of Legislation Recommended 
by Commissioners’ Association 





Text of legislation recommended by 
National Association of Insurance Com- 
missioners: 

That the Congress hereby declares 
that the continued regulation and taxa- 
tion by the several states of the busi- 
ness of insurance is in the public inter- 
est, and that silence on the part of the 
Congress shall not be construed to im- 
pose any barrier to the regulation of 
such business by the several states. 

Sec. 2. (a) The business of insurance, 
and every person engaged therein, shall 
be subject to the laws of the respective 
states which relate to the regulation of 
such business and which impose fees or 
taxes thereon. 

(b) No Act of Congress shall be con- 
strued to invalidate, impair or supersede 
any law enacted by any state for the 
purpose of regulating the business of 
insurance, or which imposes a fee or 
tax upon such business, unless such act 
specifically so provides. 

Sec. 3. Nothing contained in the fed- 
eral trade commission act, as amended, 
or the act of June 19, 1936, known as 
the Robinson-Patman anti-discrimina- 
tion act, shall apply to the business of 
insurance or the acts in the conduct of 
that business. bce 

Sec. 4. (a) Until July 1, 1948, the act 
of July 2, 1890, as amended known as 
the Sherman act, and the act of Oct. 
15, 1914, as amended, known as the 
Clayton act, shall not apply to sthe 
business of insurance, or to acts in the 
conduct of such business. 

(b) On and after July 1, 1948, the said 
Sherman act shall not apply (1) to 
any agreement or concerted or cooper- 
ative action which prescribes the use of 
rates for insurance, insurance policy or 
bond forms:or underwriting rules or 
plans if such rates, forms, rules or 
plans are required by the law of the 
state in which they are to be used, 
either to be approved by the super- 
visory official or agency of such state 
having authority with respect thereto, 


or to be filed subject to the disapproval 
of such official or agency; (2) to the 
use of any such rates, forms, rules or 
plans which have been so approved or 
filed; (3) to any cooperative or joint serv- 
ice, adjustment, investigation, or in- 
spection agreement relating to insurance, 
or to acts under such agreements; (4) 
to any agreement or concerted or co- 
operative action among two or more 
insurers to insure, reinsure or otherwise 
apportion the risks taken by the parties 
‘to such agreement or any of them, or 
to issue policies or bonds with joint or 
several liability; (3) to any agreement 
or concerted or cooperative action with 
respect to the payment of insurance 
agents’ or brokers’ commissions; (6) 
to any agreement or concerted or co- 
operative action providing for the coop- 
lection and use of statistics or with re- 
spect to policy or bond forms; or (7) 
to any agreement or concerted or co- 
operative action providing for the coop- 
erative making of insurance rates, rules 
or plans, if such agreement does not 
require the use of such rates, rules or 
plans. 

(c) Nothing contained in this section 
shall render the said Sherman act inap- 
plicable to any act of boycott, coercion 
or intimidation. 

Sec. 5. Nothing contained in this act 
shall be construed to affect in any man- 
ner the application to the business of 
insurance of the national labor relations 
act, as amended, or the fair labor stand- 
ards act of 1938, as amended. 

Sec. 6. As used in this act, the term 
“state” includes the several states, 
Alaska, Hawaii, Puerto Rico and the 
District of Columbia. 

Sec. 7. If any provision of this act, 
or the application of such provision to 
any person or circumstances, shall be 
held invalid, the remainder of the act, 
and the application of such provision 
to persons or circumstances other than 
those .as to which it is held invalid, 
shall not be affected thereby. 


Commissioners’ Law 
Draft Finished in 
Chicago Meeting 


Asks 3!/2-Year Anti-Trust 
Stay, Outlaws Coercion, 
Expect Immediate Steps 


WASHINGTON—Commissioners N. 
R. Johnson of Minnesota, president 
National Association of Insurance 
Commissioners, and C. F. J. Harring- 
ton of Massachusetts, chairman of the 
commissioners federal legislation sub- 
committee, arrived in Washington late 
Tuesday from Chicago, with the draft 
of the proposed legislation. 

Harrington and Johnson were ac- 
companied by Henry Wood, former 
Senate legislative counsel, who is now 
with Equitable Society and who as- 
sisted in drafting the N.A.I.C. pro- 
posals, 

Point 4 of the N.A.L.C. program rela- 
tive to the anti-trust laws, is not satis- 
factory to certain stock fire interests, 
it was indicated by E. L. Williams, In- 
surance Executives Association presi- 
dent, who was also at the capitol with 
his associate, Mr. Heiner. 


After four days concentrated work at 
the Edgewater Beach hotel in Chicago, 
the federal legislation subcommittee of 
the National Association of Insurance 
Commissioners completed its proposed 
draft of law amendments to be submitted 
to Congress to meet the situation cre- 
ated by the U. S. Supreme Court deci- 
sion in the Southeastern Underwriters 
Association case. The completed draft 
asks for a moratorium on the Sherman 
and Clayton anti-trust laws for insur- 
ance until July 1, 1948, except as to 
coercion and boycotts, to permit the 
states to examine their laws and make 
needed changes, and otherwise follows 
the four point program approved by the 
commissioners at St. Louis last summer. 

The final work on the draft and on an 
accompanying explanatory memorandum 
was done Monday by Commissioners 
Johnson of Minnesota, president of the 
association, and Harrington, Massachu- 
setts, chairman of the subcommittee, and 
Chief Deputy T. J. Cullen and Deputy 
G. H. Jamison of the New York depart- 
ment. A brief statement was issued 
over the signatures of the two commis- 
sioners and of Scheufler of Missouri, 
chairman of the executive committee. 

Although no official statement was 
made as to the next move, it was taken 
for granted that the commissioners will 
take immediate steps to present their 
program to the present session of Con- 
gress, particularly since the Bailey- 
Walter bill, sponsored by the stock fire 
insurance companies, which provides fon 
complete and unlimited exemption of in- 
surance from the anti-trust laws, may 
be pushed to a vote in the Senate in the 
near future. It passed the House of 
Representatives by a large vote this fall, 
despite the opposition of Attorney-gen- 
eral Biddle. This opposition has led 
many observers to believe President 
Roosevelt will veto the bill at Mr. Bid- 
dle’s request, should it pass the Senate. 

It would not surprise many observers 
if an attempt should be made to have 
the Bailey-Walter bill amended on the 
Senate floor or in committee to embody 
the legislation proposed by the commis- 
sioners. If this should happen, the bill 
would have to go back to the House for 
approval as amended. It is impossible to 
predict whether this will be done or will 

(CONTINUED ON PAGE 17) 
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State Regulation 
Must Justify 
Itself: Crabbe 


Tells Ohio Accident and 
Health Men It Must Keep 
Pace with Developments 


COLUMBUS, O.—While predicting 
that legislation will be enacted which 
will retain supervision of ihsurance in the 
states, Superintendent Crabbe of Ohio, 
in speaking on “State Supervision at the 
Crossroads” at the annual meeting here 
of the Ohio Association of Accident & 
Health Underwriters, said that state 
regulation must justify itself by keeping 
pace with the developments in the busi- 
ness. ‘ # 

After discussing the decision of the 
United States Supreme Court in the 
S. E. U. A. case and the four-point pro- 
gram adopted by the executive commit- 
tee of the National Association of In- 
surance Commissioners on recommenda- 
tion of its sub-committee on federal leg- 
islation, Superintendent Crabbe said: 

“I predict that the commissioners’ pro- 
gram on federal legislation will be en- 
acted into law. Thereby, regulation of 
the insurance business will for the pres- 
ent at least remain in the several states. 
However, such action must not be con- 
sidered as a congressional mandate 
either to state legislative bodies or state 
supervisory officials to preserve the 
status quo and nothing more. Nor is it 
necessary to be construed as a congres- 
sional blessing upon each and every 
practice heretofore indulged in by every 
insurance organization now existing. 

“The fact remains that by the Su- 
preme Court decision, Congress now 
possesses the power to regulate the in- 
surance business. Whether Congress 
will exercise that power and if so to 
what extent, in my opinion depends upon 
the effectiveness of state supervision 
from this time forward. 


Many Constructive Steps Taken 


“State regulation must keep pace with 
developments in the insurance business. 
The stoutest hulls accumulate barnacles. 
I do not mean to suggest that state su- 
pervisors have heretofore been compla- 
cent in the absence of the Damoclean 
sword of federal control. Many con- 
structive steps have been taken by the 
National Association of Insurance Com- 
missioners. The procedure for exami- 
nation of companies by the departments 
of the several states has been standard- 
ized. In your field of accident and health 
insurance, the recently adopted official 
guide for the filing and approval of con- 
tracts has been a constructive step. At 
the present time, the appropriate com- 
mittee of the association is conducting a 
study to determine the adequacy of 
group life statutes to meet current 
needs.” 

He recalled that in speaking before 
the insurance section of the Ohio State 
Bar Association last spring, prior to the 
Supreme Court decision, he recom- 
mended a recodification of the Ohio in- 
surance laws as an immediate post-war 
undertaking, and expressed the hope 
that this very considerable task will be 
completed. 


Can’t Rest on Laurels 


“My point is that in spite of their 
progress to date, state supervisors must 
not lose sight of this newly declared 
congressional power,” he continued. 
“State regulation dare not rest upon its 
laurels, impressive though they be. 
Any major failure to meet the public 
need will, in my opinion, result in con- 

(CONTINUED ON PAGE 19) 


Chicago Economic Conference Face Medical, 
of C.L.U. Chapter Valuable 





There is a widely accepted economic 
fallacy that taxes can be provided by 
levies on corporations, on goods, or on 
transactions, Charles R. White, regional 
manager Committee for Economic De- 
velopment, Chicago, told the economic 
conference of the Chicago C.L.U. chap- 
ter Thursday. Obviously, he said, taxes 
can be paid only by living persons and 
all taxes are so paid whether the taxee 
realizes he is paying the tax or not. 

The probable post-war federal budget 
will be from $15 billion to $18 billion, 
not including funds required for social 
security and debt retirement. This is 
2% to three times greater than ever 
realized by federal taxes in any previous 
peacetime year. The committee be- 
lieves this huge sum can be raised while 
at the same time tax rates can be re- 
duced considerably from the present 
scale if high employment can be ob- 
tained. 


Committee’s Recommendations 


The committee concludes the personal 
income tax should provide at least half 
the total federal taxes collected at rates 
which give all tax payers marked relief 
from the present heavy burden; excise 
and sales taxes, and taxation applied di- 
rectly against business operations should 
be lightened as much as possible; seri- 
ous inequities of the present tax laws 
should be removed; federal taxation 
should be heavy enough to end the long 
uninteruupted rise in the national debt 
and reduce it when production and em- 
ployment are high. 

The committee believes it is desir- 
able to have the taxpayers fully aware 
of the cost of government and that is 
why it is proposed to continue a high 
personal income tax. It is believed over 
60% tax on income exceeding $1 mil- 
lion would kill initiative. Excise taxes, 
except upon liquor, tobacco and perhaps 
gasoline, should be eliminated, the com- 
mittee feels. 


Opposes Heavy Corporate Levy 


It also finds heavy taxation of corpo- 
rate earnings is extremely and peculiarly 
damaging to employment. Taxes on cor- 
porations are paid by individuals. It 
does less harm to business to tax earn- 
ings after they have been received by 
stockholders as income. The committee 
therefore recommends the excess profits 
tax, although justified in war time, be 
repealed; that the corporate earnings tax 
rate be the same as the personal mini- 
mum income tax rate—16% to 20%; but 
that the manifest inequity of taxing cor- 
porate earnings twice, once as corporate 
income, and again as personal income 
when the stockholder receives his divi- 
dends, be removed. 

The study on which the committee’s 
statement of policy was predicated was 
carried out by Dr. Harold M. Groves, 
professor of economics University of 
Wisconsin. 


Great Unemployment Problem 


It is estimated there will be not less 
than 9,000,000 people unemployed in the 
first year after the war, and possibly the 
figure will be closer to 15,000,000, Mr. 
White said. This is the greatest post- 
war problem. In 1940, the best peace- 
time year the country has ever known, 9 
million employables did not have jobs. 
The committee estimates the number of 
unemployed in the first year after war 
closes will be near 15 million and Ches- 
ter Bowles of OPA and Boris Shishkin 
of AFL believe the figure will be closer 
to 20 million. At the very depth of the 
depression not more than 13 million 
were unemployed. 

The government undoubtedly will not 
permit such a condition to continue. If 
industry and commerce do not provide 
the 7 to 10 million more jobs than were 
available in 1940, with employment for 
55 to 57 million people, there is little 


doubt the government will. Some peo- 
ple believe mass government employ- 
ment would be almost as disastrous as 
mass unemployment. 

The problem falls back on the 2,000,- 
000 smaller employers in this country, 
for about 45% of all labor is employed 
in plants that hire less than 100 people 
— It also falls back upon risk capi- 
tal. 

It is feared cancellation of $80 to $100 
billion war contracts will cause econo- 
mic disruption. There should be main- 
tained a favorable governmental climate 
which permits and encourages every 
legitimate human activity to flourish in 
the hope of a reward. 


National Debt Is Discussed 


The 287 life companies July 30 owned 
$14,889,000,000 U. S. securities, and to- 
tal holdings of all insurance companies, 
including fire, marine and casualty June 
30 were about $17,300,000,000, Prof. 
Simeon E. Leland, chairman of the eco- 
nomics department of University of Chi- 
cago, declared in a talk on the national 
debt and its management. He is chair- 
man Federal Reserve Bank, Chicago. 
This was a real contribution to financing 
the war and battling inflation. It has 
tended to minimize upward pressures on 
the price level. Purchase of real estate 
or mortgages might have tended to in- 
crease land values; buying capital issues 
might have increased the demand for 
scarce producers’ goods. The purchase 
of insurance has kept funds out of the 
market for goods and helped to avoid 
inflation. 

All owners of federal debt obligations 
have a permanent stake in the way the 
debt is managed hereafter, Prof. Leland 
said. Maintenance of integrity of U. S. 
government credit is of vital concern 
to all citizens and taxpayers. This as- 
sures low interest rate to the govern- 
ment and a minimum of taxes for serv- 
icing the debt. It also determines the 
form and terms of borrowing and the 
groups able and willing to assume risks 
incident to ownership of government 
loans. 


Repayment Not Only Problem 


Repayment of the federal debt is im- 
portant but only one of the problems 
involved. Equally important is payment 
of interest exactly when and as due, 
and payment to holders at maturity who 
want cash rather than new bonds. These 
contractual obligations cannot be avoid- 
ed or even unilaterally modified without 
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Committee Plans 
Annual Luncheon 


for Commissioners 


NEW YORK—For the mid-winter 
meeting of the National Association of 
Insurance Commissioners at the Com- 
modore Hotel, New York City, Decem- 
ber 4-7, the same committee as in previ- 
ous years will be in charge of arrange- 
ments. A. N. Butler of Corroon & Rey- 
nolds is chairman, and H. P. Dunham of 
Afherican Surety, treasurer.. The other 
members are C. G. Taylor, Jr., Metro- 


-politan Life; Jesse S. Phillips, Great 


American Indemnity; Orville Davies, 
General Exchange; Junius Powell, 
Chubb & Son; W. J. Graham, Equitable 
Society; T. H. Silver, Lumbermen’s Mu- 
tual Casualty, and Ray Murphy, Asso- 
ciation of Casualty & Surety Executives. 

As in previous years a luncheon will 
be arranged for the opening day, Dec. 4. 
Mr. Murphy has been delegated by the 
committee to secure as the featured 
speaker some outstanding representative 
of the armed forces. 


Hospifal Care 
Field Realistically 


See Group Cover 
Gaited to Actual Needs 
as Big Factor 


NEW YORK-—A clearer picture of 
the medical and hospital care problem 
and a more realistic slant on what faces 
the insurance business in merchandising 
its wares in this field rewarded the 
many insurance men who were among 
the 500 attending the comprehensive 
symposium here on the achievement of 
better medical care for more Americans, 
The forum, which was preceded by a 
luncheon, was sponsored by the insur- 
ance section and the drug, chemical and 
allied trade section of the New York 
Board of Trade. 

Widely conflicting viewpoints were 
presented but when each of the nine 
speakers had spoken his 15-minute piece 
it seemed as if group insurance plans, 
if aggressively pushed and intelligently 
designed to suit actual needs and not 
merely what the companies had been 
accustomed to selling, should have an 
important place in meeting the medical 
and hospital care problem. 


Voluntary Insurance Plans 


The frankest discussion of the future 
role of voluntary insurance plans—in- 
cluding the coverage sold by the insur- 
ance companies and the Blue Cross 
type of organizations—was given by Dr. 

. S. Rogers, assistant commissioner, 
New York state department of health, 
speaking on behalf of the public health 
services. He said that there is no ques- 
tion as to the value of voluntary insur- 
ance, yet when measured in terms of 
supplying adequate medical care to the 
great mass of the population with in- 
comes of less than $5,000 per family it 
fails to meet the objectives. It can 
have little effect on raising medical and 
hospital standards in those areas, paf- 
ticularly rural territories, where this is 
needed. 

It is important, Dr. Rogers said, to 
recognize the limitations of insurance 
plans. This would permit them to be 
integrated into whatever plan is adopted, 
whereas not doing so might tend to’ 


. create large vested interests that might 


later on resist change when change was 
indicated. He expressed regret at the 
fight between the public health people 
and the doctors, saying that although it 
might be that both sides are taking ex- 
treme postions so as to win the best 
compromise it was a strange battle and 
he hoped that the reasonable men in 
both camps would soon get together. 


New York Health Plan 


Mayor LaGuardia of New York, who 
was scheduled to discuss his health plan 
for the city, was unable to be present 
and Winslow Carlton, secretary of the 
Health Insurance Plan of Greater New 
York, described the mayor’s plan. He 
said many of the details of the plan had 
still not been worked out and that it 
had only just reached the stage where 
it was ready for conferences with the 
county medical societies’ representatives. 
A conference is scheduled for Nov. 17. 

Mr. Carlton said the plan will cover 
medical and surgical care, and hospitali- 
zation, the later being written, it is 
hoped, through Associated Hospital 
Service of New York, a member of the 
Blue Cross system. It does not cover 
drugs, medicines, nor dental care, nof 
are there any payments for loss of time. 
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Crabbe Probable 
Election Fatalities 


Three Mid-West 
Commissioners Face Axe— 
Elective Officials All Win 


The results of the gubernatorial elec- 
tions apparently spell the doom of three 
prominent insurance commissioners of 
middle western states. In Missouri the 
election of a Democratic governor will 
mean that Insurance Superintendent E. 
L. Scheufler will be replaced as he is a 
Republican. Mr. Scheufler is now chair- 
man of the executive committee of the 
National Association of Insurance com- 
missioners and thus was in line for elec- 
tion as vice-president at the 1945 annual 
meeting. 

Insurance Superintendent J. Roth 
Crabbe, a Republican, will probably give 
way to a man of the opposite political 
faith, since Ohio elected a Democratic 
governor. 

Frank J. Viehmann of Indiana, who is 
serving under a Democratic appoint- 
ment, will walk the plank since a Re- 
publican governor was elected in his 
state. 

Considerable interest is manifested in 
what will be done as to the insurance 
director in Illinois. Governor Green, 
Republican, was reelected in that state. 
Nellis Parkinson has been serving as 
acting director for the past several 
months since Paul F. Jones left office. It 
was understood that a permanent ap- 
pointment was not made because the 
election was so close at hand. Now it 1s 
expected that Mr. Green will make a 
permanent appointment. 

In Idaho a Democratic governor was 
elected to succeed a Republican and that 
will mean a change in the commission- 
er’s ofice. H. M. Cullimore is the in- 
cumbent. : 

In most of the other states, it appears, 
the election results will not affect the in- 
surance departments. In those states in 
which the commissioner is elected by 
popular vote the incumbents were re- 
turned to office, including Sullivan of 
Washington, Erickson of North Dakota, 
Hobbs of Kansas, Hodges of North 
Carolina, Holmes of Montana, Larson, 
Florida; Parker, Georgia. 

Washington state voters rejected two 
radical social measures at the polls. 
Initiative 157, a greatly expanded social 
security bill, and Initiative 158, the “Lit- 
tle Townsend bill,” were buried under 
a landslide. 30 

Initiative 157’s defeat may be signifi- 
cant in view of the declaration of in- 
tent, which stated: “The people of the 
state of Washington declare: Their full 
support of the Wagner-Murray-Dingell 
bill S. 1161—Providing social security, 
and insuring the worker, the farmer, 
the merchant seaman, the small busi- 
nessman, the professional, and the re- 
turning serviceman against unemploy- 
ment, sickness disability, maternity, old 
age and death.” 

Proposition No. 11 ($60 at 60 pension 
scheme) on the California ballot was 
decisively beaten, Arizona and Oregon 
defeated similar schemes. 


MIGHT APPOINT McKITTRICK 


WASHINGTON — Possibility that 
Roy McKittrick might come to the Sen- 
ate by appointment of Democratic Gov- 
ernor-elect Donnelly of Missouri is 
seen by observers here if the former is 
shown by final election returns to have 
been defeated in the contest to succeed 

(CONTINUED ON NEXT PAGE) 


Need N. Y. O.K. to 
Exceed Volume Lid 


First Time Since ‘20's 


NEW YORK-—In spite of the man- 
power shortage in the field, life compa- 
nies are doing such a booming business 
that a number of companies licensed 
in New York state are having to ask 
the insurance department’s permission 
to write more business than would be 
permitted under section 212 of the New 
York insurance law. It is the first time 
this situation has arisen since pre-de- 
pression days. 

The department customarily grants 
the permission. 

The limitation formula prescribed by 
section 212 is fairly complicated but es- 
sentially it is that a company may not 
write more business in any one year 
than 115% of the greatest volume of 
the three preceding years. Group insur- 
ance, reinsurance, and rated-up business 
are not counted. 

The original aim of the law, which 
was enacted following the Armstrong 
investigation in New York, was to keep 
companies from spending too much 
money in what the Armstrong report 
termed “their pride of growth and zeal 
for impressive totals.” 

Since the jump in writings for 1944 
has obviously been due to no improper 
efforts to write an excessive volume of 
business but to better economic condi- 
tions among insurance buyers, no 
trouble is expected in getting the neces- 
sary permission from the insurance de- 
partment. 


Plans Building Expansion 

National Life & Accident has pur- 
chased four lots in the rear of its present 
home office building in Nashville for 
the construction of an addition. Plans 


Main Factors 


in Setting 


Up Pension Plan Outlined 


HARTFORD—It is just as illogical 
to write off the depreciation of a human 
being after he has completed his years 
of service as it is to use a machine in 
one period and write it off in another 
period, especially if the machine was 
used during a profit period and written 
off during a loss period, Meyer M. Gold- 
stein, director of the Pension Planning 
Company and New York general agent 
of Connecticut Mutual Life, told the 
Hartford control of the Controllers In- 
stitute. 


Lists 14 Common Questions 


The most frequent questions asked by 
business management regarding pension 
plans, according to Mr. Goldstein, are: 
Should the company have an employe 
benefit program? What will it gain from 
an employe benefit program? What type 
of employe benefit program should be 
adopted? What will it cost this year? 
What will it cost in subsequent years? 
What about years of bad business? Does 
the company have the power to alter and 
terminate the program? What employes 
should be eligible for membership? What 
benefits should be included? How 
about taxes? How about salary stabili- 
zation? What about the employer-em- 
ployee relations aspects? What is a fair 
cost to stockholders? What financial 
methods should be considered? 

Every employer has an employe bene- 
fit program, whether it is realized or 
not, he said. Every company has some 
kind of a policy when the following 
events take place: An employe becomes 
totally disabled, grows super-annuated, 








are as yet indefinite due to building ma- 
terial restrictions. 








to do and what to hope. 


progress. 


dicious knowing man.” 


WILLIAM H. KINGSLEY 
Chairman of the Board 





William Penn’s 
Business Maxims 


“Method goes far to prevent trouble in business; for it 
makes the task easy, hinders confusion, saves abundance of 
time, and instructs those that have business depending, what 


“It is a profitable wisdom to know when you have done 
enough; much time and pains are spared in not flattering 
ourselves against probabilities. ; 


“He that judges not well of the importance of his affairs, 
though he may always be busy, must make but a small 


“Wit is fitter for diversion than business, being more grate- 
ful to fancy than judgement. Yet it must be confessed that 
wit gives an edge to sense, and recommends it exceedingly. 


“He that has more knowledge than judgement is made for 
another man’s use more than his own. Less knowledge than 
judgement will always have the advantage upon the inju- 


1644-1944 WILLIAM PENN TERCENTENARY 
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THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 
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dies during active service, or severs em- 
ployment, voluntarily or involuntarily. 

An employer has only three choices 
when an employe becomes totally dis- 
abled or aged: Fire the employe, keep 
him on the payroll, or the soundest and 
most economical in the long run, set up 
a sinking fund in the form of a formal 
plan or trust fund. If employer can 
successfully solve these employe prob- 
lems, he will attain the desirable busi- 
ness objectives of improved employe 
morale; increased employe efficiency; 
decreased labor turn-over through hold- 
ing desirable employes and attracting 
desirable new ones; and minimize labor 
discord and strikes. 

The type of employe benefit program 
depends primarily on the ability and wil- 
lingness of the employer to pay the cost 
of the benefits. It is therefore necessary 
to analyze the problem and evolve a 
program that will be consistent with the 
employer’s budget. A plan can be de- 
— to meet whatever budget is avail- 
able. 


Cost in Subsequent Years 


Careful attention needs to be given 
to costs in subsequent normal profit 
years. Management should have a study 
of prospective future costs compared to 
past and estimated future profits. An 
employe benefit program can be de- 
signed consistent with the company’s 
ability and willingness to pay in the 
complete cycles of peak, normal and bad 
years. 

A plan can be devised which permits 
of little or no payments by the employer 
in bad business years. This flexibility 
is possible under either a pension or 
profit sharing plan. The notion among 
some employers that it is necessary to 
saddle the company with a straight- 
jacket of fixed annual contributions in 
order to have a pension plan is incor- 
rect. Flexibility of employer contribu- 
tions is available and acceptable under 
the internal revenue code. An employer 
is free to write his own ticket as to the 
amount and type of benefits provided 
such provisions are non-discriminatory. 

The program may be altered, amended 

or terminated at any time at the sole 
discretion of the employer provided 
proper safeguards are incorporated to 
protect the employe as to any funds pre- 
viously accumulated and care is taken to 
meet the commissioner of internal rev- 
enue’s “permanency” test. 
_ The termination of employe eligibility 
involves a long range decision with ref- 
erence to the solution of employer-em- 
ploye relations in event of the happen- 
ing of disability, old age, severance of 
employment, or death of employes in 
service. 


Fixed Relationship Unessential 


Discussing what benefits should be in- 
cluded in the program, Mr. Goldstein 
said one of the popular misconceptions 
is that it is essential to have a fixed re- 
lationship between one benefit and an- 
other. For instance, that there must be 
death benefits or that death benefits 
have to be in the ratio of 100 times the 
monthly retirement income benefits; for 
example, a $100 monthly pension car- 
ries with it $10,000 of insurance. This 
mistaken notion has arisen because that 
is the usual relationship in the typical 
annual premium retirement income pol- 
icy plan of many life companies. A pro- 
gram may be designed without any 
death benefits or with any amount of 
same desired. It may be tailor-made to 
include any combination of amount or 
type of benefits to employes in the event 
of age retirement, disability, or sever- 
ance of employment. The program 
should be specifically designed accord- 
ing to the needs and financing ability of 
the employer. 

In the 60 years that pension plans 
have been in existence in this country, 
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there have been only two periods, both 
during wars, when high corporate taxes 
were big enough incentives to cause 
management to establish or continue 
such plans. Probably in less than 10 
out of the past 60 years have taxes been 
a dominant influence towards the estab- 
lishment or continuance of such plans. 
They have been continued because they 
have been found to be good for the busi- 
ness in over 50 of the 60 years. The pro- 
gram should be designed with a view to- 
wards estimated post war tax and profit 
structures. Agents should try to de- 
sign an employe benefit program based 
on a 1947 model of a 40% corporate tax 
instead of a 1944 excess profits tax 
model of up to 85% cents. Manage- 
ment should avail itself of the flexibility 
permitted by the internal revenue code 


in order to finance as much of its cost as 


permitted during the recurring cycles of 
high profits and high taxes, however. 

A program should be designed with a 
view towards the employer’s concept of 
his post war compensation plan on the 
assumption that there will be no salary 
stabilization law in effect at that time. 
A sound program presupposes that it is 
built on top of and in addition to ade- 
quate and competitive basic compensa- 
tion levels. 

Three financial methods are available 
for establishing a program: A trust fund 
invested in securities, such as ‘= 
bonds, etc., often called a self-adminis- 
tered or trusteed fund; a group con- 
tract with an insurance company such 
as group annuities, etc.; a pension trust 
which buys individiual annuity policies 
for each participant, usually with life 
insurance. The trend is towards a com- 
bination of these in order to incorporate 
most of the advantages and eliminate 
most of the disadvantages inherent in 
each. The combination of a self-admin- 
tered trusteed securities fund and life 
insurance drawn together has developed 
some of the finest employe benefit pro- 
grams existing today. Management 
must select capable, experienced, and 
impartial consultants who will advise on 
the ways and means of best combining 
these financial methods: 





Home Life, N. Y., Field Force 


Backs Association Idea 


With the exception of two men, every 
full-time agent of Home Life of New 
York is a member of the National Asso- 
ciation of Life Underwriters, W. P. 
Worthington, vice-president and super- 
intendent of agencies, announced. The 
suggestion to achieve 100% membership 
came from W. Holleman, Home 
Life’s general agent in Washington, 
D. C. Mr. Worthington passed the sug- 
gestion on to the other general agents 
and managers. He urged every field 
man to take as active a part in associa- 
tion affairs as his own position would 
permit. 





Buy Billion War Bonds in Canada 


Including their contributions to Can- 
ada’s seventh victory loan just closed, 
life companies have passed the $1 billion 
mark in their investments in Canadian 
war loans. They contributed about $170 
million to the seventh loan to raise the 
aggregate for the seven loans to $1,120,- 
000,000. 


Eye Minn. Examination Plan 

ST. PAUL—Several insurance men 
were elected to the Minnesota legisla- 
ture including L. J. Gleason, Minne- 
apolis, chairman of insurance com- 
mittee of the lower house in the last 
session. 

Reports persist that an attempt will 
be made at the coming session to dis- 
rupt in whole or part the qualification 
examination of agents which under an 
order of Commissioner Johnson must 
be taken by all agents before June 1, 
1945. The plan has the backing of the 
Minnesota Association of Insurance 
Agents and hundreds of its members 
already have taken the tests. Also hun- 
dreds of life agents have taken the 
- examinations. 


Probable Costs Under New 
Mortality Table Viewed 


NEW YORK — Although costs at- 
tributable to mortality under the com- 
missioner’s 1941 ordinary standard table 
provided under the Guertin laws will be 
lower, other factors will offset such re- 
ductions in determining premiums, H. 
W. Jones, assistant mathematician Mu- 
tual Benefit Life, told the New York 
C. L. U. chapter. If the interest rate is 
reduced from 3% to 314%, the effect of 
the new mortality table will be largely 
offset, while a reduction to 2% will 
more than offset the mortality savings. 

Reserves will be higher both because 
of the newer table and because of the 
lower interest rate. Cash values, to the 
extent that they may be closely related 
to reserves, will be higher. Paid-up 
values may or may not be larger, the 
increased cash value of the original pol- 
icy being in many cases offset by the 
higher purchase price for the paid-up 
value. Extended term benefits will gen- 
erally run longer, first because the pur- 
chase price will be lowered at many 
ages, and second, because the cash value 
of the original policy will be higher. 
Dividends will be lower in the early 
years, but should, at least on present 
experience, be relatively greater in later 
years. Changes effected by the new table 
will be most marked where the mortal- 
ity rates show the widest deviation from 
old rates, he pointed out. 


Savings at Younger Ages 


Both the commissioners’ table and 
the American men ultimate table are 
similar except for a certain departure 
at ages below 35. A characteristic of 
all recent mortality tables is the steady 
decline in death rates at the younger 
ages. While great progress has been 
made against the causes of death, the 
falling off in deaths in the class of in- 
fections principally affecting young peo- 


ple is most evident in the tables. Not- 


as much progress has been made against 
the ailments of middle and advanced 
ages and the comparative death rates 
show this clearly. 

In considering the effect of mortality 
on rates, it must not be forgotten that 


the death rates at the oldest ages in 
any of the tables used rise to a final 
100%. Lower death rates at the younger 
ages tend to reduce the annual premium, 
but the tendency will be controlled by 
the later higher death rates. As a form 
of average, the premium will be re- 
duced by the use of a modern mortality 
table, but not as much as the reduction 
in the early death rates might suggest. 


Interest Factor Explained 


The reserve, as the fund which stabi- 
lizes costs in the form of level pre- 
miums, depends upon the excesses of 
premium over annual cost and interest 
earnings at the assumed rate on the 
reserve. Interest earnings are greater 
when the reserves are greater, and less 
in the early years when the reserves are 
smaller. If the assumed interest rate is 
reduced, the interest contribution to re- 
serve is reduced; it is small in the early 
years, but much more in later years. 
The annual premium must be increased 
by a level amount to compensate for 
this loss of interest income. 

The loading factor in premium struc- 
ture is independent either of mortality 
or interest, but it is usually determined 
with some regard for the margins in 
both. It is reasonable to expect there 
is little prospect that loadings can be 
reduced in the immediate future. 

Reserves generally will be higher for 
the commissioners’ table for all younger 
ages at issue, when the death rates are 
noticeably lower than the American 
experience table death rates; but as the 
age at issue rises to the middle and older 
ages where there is no great improve- 
ment in death rates, the increase in re- 
serve will be smaller. 

The American experience table has 
its limiting age at 96, while the other 
two tables run longer. For some years 
prior thereto the new tables will show 
lower reserves regardless of interest 
rate. 

In considering other than ordinary in- 
surance, the opportunity that mortality 
and interest elements have, each sepa- 
rately, must be weighed to show its 
effect, Mr. Jones asserted. 








Scheufler, Viehmann, 
Crabbe Affected 


(CONTINUED FROM PAGE 3) 
Senator Clark of that state. The new 
governor of Missouri can make an ap- 
pointment ‘to suceed Senator Truman 
when the latter moves up to the vice 
presidency. 

McKittrick, as the Missouri attorney 
general who induced U. S. Attorney 
General Biddle to bring the S.E.U.A. 
prosecution, would be expected to have 
an anti-insurance bias. 


QUESTION IN TENNESSEE 


NASHVILLE — The reappointment 
of James M. McCormack as Tennessee 
commissioner for a fourth term of two 
years may depend, many political ob- 
servers believe, on whether or not an 
inter-party fight between so-called 
Crump and anti-Crump forces of the 
Democratic party develops over the ap- 
pointment of a cabinet by Governor- 
elect McCord. The new governor was 
supported both by E. H. Crump, Mem- 
phis insurance man, and by Silliman 
Evans, Nashville publisher. 

It is believed that Crump would con- 
tinue to support Mr. McCormack, but 
Mr. Evans is said to be opposed to his 
reappointment. It is held that some 
sort of compromise between the fac- 
tions over Mr. McCormack is probably 
due to his important relation to nation- 
wide insurance issues. Mr. McCormack 
is vice-president of the National Asso- 
ciation of Insurance Commissioners. 





State Mutual 
Tells NSLI Stand 


In a bulletin just released to its field 
organization, State Mutual Life outlines 
its official policy concerning National 
Service Life Insurance. ; : 

“The government is quite properly 
providing life insurance protection to 
the members of our armed forces,” the 
bulletin states. “The administration and 
excess mortality costs are being and will 
be paid through taxes. 

“As to the conversion of this insur- 
ance to permanent forms, we feel the 
same careful thought and planning 
should be given toward fitting it into the 
individual’s program as is given to any 
other policy contract. It would appear 
that in the vast majority of cases this 
form of insurance could be used in 
building an insurance program. We 
strongly urge the conversion of Na- 
tional Service Life Insurance in every 
case where it fits the need.” 





NSLI Savings Banks’ Topic 


WORCESTER, MASS.—Conversion 
and retention of National Service Life 
Insurance was recommended at a din- 
ner-meeting here of savings bank insur- 
ance representatives. 

The discussion also included new 
juvenile policies just introduced. Wage 
earners were urged to repay their pol- 
icy loans and to pay a year’s premium in 
advance to tide them over the reconver- 
sion period after the war. 


Coast Actuaries Fi 
Hold Fall Meeting F 


Many Timely Topics . 
Considered at Sessions _ 


a . Cc 

in San Francisco , 

SAN FRANCISCO—The Actuaria! 
Club of the Pacific States held its fa} Pr 


meeting here this week. Carl Herfurth. will 
of Coates & Herfurth, consulting acty. 25 y 
aries, was in charge as president. dent 

The first two days were devoted ty joint 
purely actuarial subjects and the thir) & G 
day to underwriting. Life 

The effect of the Supreme Court de} thou; 
cision in the S.E.U.A. and Polish N3. 
tional Alliance cases was discussed by 
R. B. Richardson, president Wester 
Life; Leslie Cooper, Pacific Mutual, an 
Gordon Thomson, West Coast Life, In 


Guertin Legislation Reviewed 


Current developments in Guertin com. 
mittee legislation were reviewed by Mr. 
Cannon, C. H. Tookey, Occidental, ani 
Earl MacRae, Occidental. 


A discussion of modern methods oj 
compensating managers and_ genen 
agents was handled by Mr. Richardson, 
R. R. Brown, Oregon Mutual, and A 
W. Lewis, Pacific Mutual and the ques’ 
tion of retirement plans for agents ani 
home office staff was discussed by Osea 
Swanson, Pacific Mutual; B. N. Coates 
Coates & Herfurth, and F. G. Shepari 
Unity Mutual: 

Company programs for members ¢ 
their organizations returning from sen. 
ice were reviewed by R. N. Griswoll 
California-Western States; F. M. Hop, 
Occidental, and A. B. Brown, Metro 
politan. 


Other Topics Considered 


Other topics considered informally in 
cluded developments in the group it- 
surance field; pension trusts, investment 
trends, national and international; avi- 
ation clauses, conservation of the larger 
volume of wartime written business dur 
ing the post-war readjustment, ani 
whether or not precautions are neces 
sary to diminish the selection agains) jf. j, 
the company in respect to investment} ye} ;, 
type policies. Samay y 
Underwriting Session Phot o1 


Laurence W. Morgan, Pacific Mutua} men r 
served as chairman of the underwritin casual 
session Thursday. Among the subject}ess v 
discussed were: ‘How liberal should what the 
be in our underwriting”, F. M. Hope leased 
Occidental, with discussion by Walt’ take a 
C. Kennedy, California-Western State maybe 
Life; “Underwriting 4-F’s and those disp them ; 


ceilin; 
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incomes?” by Jonas Svendsen, Metf}men o 
politan, with discussion by Raymond li 
Johnson, Beneficial. 

There also was a consideration “money 
occupational ratings on the liquor worry 
dustry—centered on whether or mgood gs 
present ratings are too high, by Otto Diis not 
Sanford, Northern Life, with discussid§compar 
by A. H. Strubhar, Pacific Mutual, at@about 
“Underwriting Non-Caucasian Livesfplans _ 
by Earl M. MacRae, Occidental, wi 
discussion by Gordon Thomson. 





“busines 

Prudential Over War Fund Quota Regula 
Members of the home office staff © z : 
Prudential have exceeded the quota st It is 
for them in the united war fund camjMent t 
paign, with contributions of 102%. Fortj'est the 
of the company’s 95 departments hat{Wality 
equalled or exceeded the respect e | 
amounts set as their objectives and 9% left to 
of the staff has responded to the appé ay evel 
The total contributed is $100,949, ' Haye 
which $68,238 is marked for the Ww 
fund and community chest, while $32,}, 
goes to the American Red Cross. 
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Fischer Predicts 
3 Future Changes 


Emphasis Will Be 
on Building Successful 
Men, He Declares 


nS 


\. ctuarial : 

its fal] Predicting that in the future changes 
Jerfurth will be as prolific as those in the last 
. 95 years, Chester O. Fischer, vice-presi- 
dent Massachusetts Mutual Life, told a 
joint meeting of the Chicago Managers 
& General Agents Association and the 
Life Agency Supervisors Club that al- 
though methods may change the funda- 
mentals of life insurance will not, as 
the need for the institution is never 
questioned. The only difficulties which 
ever arise are in administration. 

In emphasizing post-war production it 
is essential that the importance of post- 
war distribution be kept inf mind, Mr. 
Fischer pointed out. There is nothing 
on the horizon to replace the agency 
system, as face to face sales methods in 
solving a prospect’s problems through 
life insurance cannot be successfully re- 
placed. — 

Mr. Fischer drew an_ interesting 
parallel with methods used by the St. 
Louis “Cardinals” in recruiting players. 
Sam Breadon, owner of the “Cardinals,” 
told Mr. Fischer that although the team 
can’t carry more than 25 men during 
the playing season, the club is always 
looking for new material. Despite the 
ceiling on quantity, there is never a 
ceiling on quality so the aim is to con- 
stantly seek to replace inferior players 
with better ones. “That is a good prin- 
ciple to follow in life insurance,” Mr. 
Fischer observed, “because the success 
of any agency does not depend upon its 
mass recruiting but it does depend upon 
always looking for good men to prevent 
deterioration. 


Can’t Wait for Service Men 


he thir¢ 


Ourt de. 
lish Na 
issed by 
Western 
ual, and 
Life, 


tin com. 
by Mr 
ital, and 


thods of 

general 
hardson, 

and A 
he ques’ 
ents and 
yy Oscar 
. Coates, 
Shepari, 


abers of 
ym seri 
rriswold, 
L. Hope, 
Metro 


nally in- 
roup in: 
vestment 
nal; av-E “Do not lie back on your oars and de- 
1e larger pend upon the service men now coming 
ress dut- back into your organization. There is 
nt, ant} going to be a large standing army after 
e€ nec) the war is over and many men from the 
_ agai life insurance business who have done 
vestmet well in the army and reached high rank 
‘may want to stay there. Also, we can- 
‘not overlook the fact that some of the 
men now in the army are going to be 
casualties. and the life insurance busi- 
ness will have its share. Furthermore, 
at the rate that the men are being re- 
[. Hope leased from the army it is going to 
+ Walte} take a good long while in any event, 
n Statt}maybe two years at the best, to get 
hose disfthem all out.” 

Edwatf While men are away in the service 
a discus}each agency manager still has to “field 
Mutualf the full team,” Mr. Fischer pointed out. 
ng eligy The present is a good time to do some- 
s incom{thing about the incompetents in the 
b) HoWbusiness. “If we are going to rid our- 
ated Wifselves of incompetents there must be 
, Metffmen of superior quality to take their 
mond MP place. 

_. 9 “Tf a, man cannot make enough 
‘ation *fmoney in this business to free himself of 
iquor M)Worry then he is not going to do very 

or good service job for customers and he 
Otto D ls Not going to make money for his 
liscussi§company. There has been a lot of talk 
tual, atfabout ‘compensation and_ retirement 

Livesiplans but regardless of the fact that 
tal, wi 00d ones have been worked out, they 
n. offer no total solution, since it does no 

00d for any man who cannot write 

| business.” 
Quota), 

“Re 
. staff e 
quota s# It is the fundamental job of manage- 
ind cam™Ment to bring in regularly new men, to 
%, Forest them quickly, and if they are poor 
nts har quality to eliminate them promptly. 
-espect € process of recruiting cannot be 
and 99° left to chance. There must be regular- 
1e appef'ty even if your plans call for bringing 


Mutual 
arwriting 

subject 
hould wi 








gularity in Recruiting 


M only one man a year, but see 
49, 0 3 year, 
ye ‘d hat that man is brought in. 
Le $32, As in football, many men know the 
i“ rules of the game but they do not know 


how to play it and when men know the 
rules of the game but don’t know how 
to play it, there is a slaughter on the 
playing field. Our emphasis has been 
put too much on teaching life insur- 
ance. We should be teaching the new 
man how to sell life insurance. When 
a new man comes into the office his first 
hour there is the most important hour 
and we should get him into action. 
“We can gain something from the 
army because they do not teach a man 
the caliber of guns, etc., when he comes 
in. Their first job is to drill him in the 
habits of army men and. army life. 


When he has learned that thoroughly, it 
is time enough to educate- him in the 
fine points of the game. If a man re- 
tains gun shyness he will never be a 
good soldier, and if he retains within 
him in this business call reluctance, 
he will never be a good life insurance 
man. The casualties on the field of bat- 
tle and the casualties in life insurance 
agencies often result from the same 
failure—lack of fundamental drill. 

“I have never known a man to fail 
in the life insurance business from lack 
of knowledge because we saturate him 
with that. He fails because he does not 


know how to sell. It’seems to me that 
this life insurance business of ours has 
gone through three phases and is now 
in its fourth. The first phase was getting 
across the idea of life insurance; the 
second phase involved mass recruiting 
of men into the business; the third 
phase involved an immense amount of 
research, and, I believe, in the fourth 
phase our job is going to be the build- 
ing of successful men.” 





Avoid competition by having the facts 
in advance. Get the new Little Gem. 
$2.50 singly from National Underwriter. 








@ “I never saw so many new agency 
contracts,” wailed the girl in charge 
of new agency contracts. There are 
so many new men coming to the 
FRANKLIN, I can’t keep up with 
them. The harder I work, the far- 
ther I fall behind. I just can’t—.” 


@ Being of a sympathetic nature we 
checked into the situation and dis- 
covered that she really had some- 
thing to cry about. It’s terrible! 
During July, August and Septem- 


tastes” 


ber,three months time—43 general 


agents have joined the FRANKLIN 
organization. 


@ So, even though the old Romans 
said, “There’s no disputing about 
tastes,” we think there’s a reason” 
for this mass migration to the 





CHAS. E. BECKER, PRESIDENT 


which translated into the vernacular 





means  There’s no disputing about 


FRANKLIN banner. The amazing 
new President’s Protective Invest- 
ment Plan is one. (It accounts for 
one out of every four policies sold.) 
Numerous other ultra-modern con- 
tracts (including the new LIFETIME 
DISABILITY INCOME PLAN), liberal 
commission schedules,friendly and 
understanding home office cooper- 
ation are other reasons. 


@ If you’re interested, we could prob- 
ably appeal to your taste, too. 
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Application of Stockholder Rule to 
Past Service Contributions Covered 





WASHINGTON—Provisions intend- 
ed to limit benefits under pension trust 
plans in accordance with the internal 
revenue commissioner’s - mimeograph 
5717 must be specific, Norman D. Cann, 
deputy commissioner, rules in PS No. 
42. Furthermore, no single provision for 
limiting benefits in accordance with that 
mimeograph is appropriate for all plans, 
the ruling states. 

PS 41 gives illustrations as to appli- 
cation of the stockholder rule under 
pension trust plans with respect to con- 
tributions for past service credits. 

PS 41 is given herewith in essential 
particulars: 


Reference is made to the stockholder 
rule announced in I. T. 3674, 1944—I. R. B. 
No. 13, page 16, and a request is made 
that its application with respect to con- 
tributions for past service credits in 
three specified situations be illustrated. 

The first situation relates to the ques- 
tion of whether the stockholder rule 
would be satisfied with respect to past 
service funding under an annuity con- 
tract if the period of payment for past 
service annuities were reduced and total 
contributions increased with the result 
that contributions used for the benefit 
of employes who are stockholders would 
not exceed the 30% rule. 


Total Contributions 


The 30% limitation applies to total 
contributions regardless of whether they 
are for current service, past service, or 
both. If the period for funding past 
service credits is accelerated and such 
funding is completed in a period shorter 
than that originally contemplated, re- 
sulting in larger contributions in rela- 
tively few years and smaller contribu- 
tions in other years, the 30% will apply 
similarly to total contributions made 
each year. For example, if the past 
service liability amounts to $1,000,000 
and an annual contribution is proposed 
therefor in the amount of $100,000 to- 
gether with a contribution for current 
cost of $50,000, making a total of $150,- 
000, the 30% applies to $150,000. If con- 
tributions for the benefit of stockholder- 
employes consist of $25,000 for past serv- 
ice and $25,000 for current service, the 
rule will not be met. On the other hand, 
if the period for payment of past service 
annuities is reduced, so that the total 
annual contributions are $250,000, con- 
sisting of $200,000 for past service and 
$50,000 for current service, and the con- 
tributions for stockholder-employes are 
$75,000, consisting of $50,000 for past 


service and $25,000 for current service, 
the 30% rule would be met. 

It should be observed, however, that 
whereas accelerated funding may result 
in compliance with the stockholder rule, 
deductions for past service contributions 
are governed by the provisions of sec- 
tion 23(p)(1)(A) of the internal revenue 
code, as amended. Furthermore, the 
necessity for compliance with the ter- 
mination rule set forth in Mim. 5717, 1944 
—I.R.B. No. 14, page 17, must also be 
observed. 


Second Situation 


The second situation pertains to a case 
in which provision is made for funding 
of past service credits in the order of 
nearness to retirement age. In such a 
case the application of the stockholder 
rule may take into consideration the 
amount of contributions after allowance 
for forfeitures made under the plan in 
prior years. This may be illustrated by 
the following example of a plan estab- 
lished in 1942: 

Total Contributions 
Contributions for Stockhdrs, 
After Allow- After Allow- 









ance for ance for 
Year Forfeitures Forfeitures Pct 
194 . - $100,000 $ 25,000 25 
1943 100,000 25,000 25 
1084. 6.00 100,000 25,000 25 
DOE wen 4% 100,000 45,000 45 
Totals. $400,000 $120,000 30 


Thus, even though 45% of total con- 
tributions is used for the benefit of 
stockholder-employes in 1945, the contri- 
butions for these employes for the four 
years, 1942 to 1945, inclusive, do not ex- 
ceed 30% of contributions for all par- 
ticipants over the same period. Accord- 
ingly, the 30% requirement of the rule 


is met. 

The third situation is similar to the 
second except that a stockholder-employe 
has reached normal retirement age in the 
first year of the plan and the argument 
is advanced that whereas the 30% will 
be exceeded in that year, contributions 
for stockholder-employes will be consid- 
erably less in later years since no fur- 
ther contributions will be made for the 
retired stockholder. That argument is 
untenable because provision is made for 
full benefits for the stockholder in one 
year without regard to the continuance 
of the plan. The stockholder rule is not 
met in such a case. 

PS 42 provides: 

Reference is made to commis sioner’s 
mimeograph 5717, 1944—I.R.B. No. 14, 
page 17, and advice regarding various 
provisions intended to meet the limits 
indicated in the mimeograph is requested 
as follows: 

1. Advice is requested whether the fol- 
lowing provision may be satisfactory: 





dence of the public. 
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IS LIFE INSURANCE A PROFESSION? 


No magic formula, no royal road to learning, no “canned sales talk” can 
fit a life insurance salesman to serve his clients as they may rightfully expect 
to be served. A service so needful to human security demands the best of 
the individual who by such service would earn a living. 

Like many other good companies, The Life Insurance Company of 
Virginia provides educational facilities for agents and encourages the study 
that leads to proficiency in a life insurance career. There is no way save 
through honest effort and careful preparation to earn the respect and confi- 
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“Notwithstanding any other provision 
hereof, no benefits provided hereunder by 
employer contributions shall exceed those 
allowable under the applicable terms of 
mimeograph 5717 promulgated July 13, 
1944, by the commissioner of internal 
revenue.” 

This provision or any similar provision 
limiting benefits only by reference to 
mimeograph 5717 generally would not 
be satisfactory because it would be in- 
definite, since the terms of mimeograph 
5717 are general and their application in 
a particular plan depends upon the terms 
and provisions of that plan. 

2. Advice is requested whether the fol- 
lowing provision may be satisfactory: 
“Notwithstanding any other provision 
hereof, if this plan is terminated or the 
full current costs thereof are not met 
at any time before it has been in effect 
for 10 full years, the amount of funds 
of the plan to be used for the benefit of 
any of the employes listed on schedule X, 
or the beneficiary of any such employe, 
shall not exceed the largest of (1) 
$20,000, or (2) 20% of the first $50,000 
of his annual compensation multiplied by 
the number of full years from the effec- 
tive date of the plan up to the date of 
termination of the plan or the date of 
failure to meet the full current costs 
thereof, whichever is earlier, or (3) the 
amount which may be allowable under 
the applicable laws and regulations in 
force at that time.” 


Alternative 3 Unsatisfactory 


The insertion of alternative (3) is not 
satisfactory because it does not consti- 
tute a specific limitation. The term ‘“an- 
nual compensation” in alternative (2) is 
not generally satisfactory since, for the 
purpose of this limitation, the annual 
compensation used should be not greater 
than the average regular annual com- 
pensation over a period of at least five 
consecutive years. The acceptability of 
the other terms of the provision quoted 
depends upon the other provisions and 
terms of the particular plan. 

Advice is requested whether a pro- 
vision may be satisfactory if, in addition 
to a _ specific acceptable limitation, it 
further provides that, in the event the 
commissioner of internal revenue later 
rules that the limitation is no longer 
necessary for the plan to meet the re- 
quirements of section 165(a) or other ap- 
plicable provisions of the internal reve- 
nue code then in effect, the limitation 
shall no longer apply. In this way it is 
intended to remove the limitation when 
proper without the necessity of an 
amendment to the plan. 

This further provision for voiding the 
specific limitation will generally be satis- 
factory. 

4. Advice is requested whether an ac- 
ceptable standard provision applicable to 
all pension and annuity plans may be 
prepared. 

No single provision would be suitable 
for all plans because of the variations in 
provisions and terminology among plans. 
However, provisions suitable to the par- 
ticular provisions of most plans may be 
adapted without great difficulty from 
those indicated in PS No. 8 and PS No. 88. 


Negro Group Holds D. C. Parley 


WASHINGTON—A conference was 
held here Wednesday of ten regional 
chairmen of the National Negro Insur- 
ance Association’s anti-inflation commit- 
tee and OPA and OWI officials. 

OPA stated the “main purpose of the 
meeting is to strengthen the work of 
carrying information about price control, 
rent control and rationing programs into 
the homes of more than 1,000,000 Negro 
policyholders, which is being done by 
the National Negro Insurance Associa- 
tion.” 

D. C. Chandler of Cleveland, national 
chairman of the anti-inflation committee 
and Charles W. Greene, Atlanta, asso- 
ciation president attended. 

Forty-five member companies of the 
Negro association, said OPA, “have a 
combined total of 9,000 full-time insur- 
ance agents available to carry this infla- 
tion control rationing message to local 
communities throughout the country.” 


Resist Removal Injunction 


WAVERLY, IA.—Lutheran Mutual 
Life and its directors have filed a motion 
in district court to dissolve a temporary 
injunction granted three policyholders 
to restrain moving the home office from 
Waverly. It was set for hearing Nov. 
21. 

The injunction suit was brought after 
the directors voted to remove the office 
to Des Moines. 

The policyholders claimed that need- 
less expense would be incurred if the 
home office building erected in 1932 were 
abandoned and the move made. 





Savings Bank Cover 
Eyed at N. Y. Parley 


Seek Equal Regulation— 
Expect Move to Increase 
Present Limit 


TROY, N. Y.—If savings banks de. 
sire to embark on life insurance as a 
commercial en. 
terprise, they 
should qualify 
under the same 
laws and regu- 
lations as life 
companies, P, A, 
Collins, New 
York City man- 
ager Metropoli- 
tan Life, vice- 
president of the 
New York State 
Associa 
tion of Life Un. 
derwriters, de- 
clared at the 
association’s fall meeting. For the first 
time in its 26 ycars the meeting was 
held at Troy in recognition of the Troy 
association’s winning the Charles Jerome 
Edwards trophy awarded by the Na- 
tional association to the local associa- 
tion showing the greatest progress dur- 
ing the past year. The trophy was 
formally presented to S. S. Godfrey, 
manager Metropolitan Life, immediate 
past president, by Clancy D. Connell, 
general agent Provident Mutual, New 
York, N.A.L.U. vice-president, who 
paid tribute to the splendid work of the 
Troy association. 


Expect Move to Hike Limit 


J. S. Scott 


The discussion of the attitude to be 
taken toward savings bank life insurance 
was one of the highlights of the meeting. 
At present, the limit in New York is 
$3,000, but there has been expectation 
there would be a movement to _ have 
this limit revised upwards. Mr. Collins 
said such 


measure, during the administration o 
Governor Lehman. It was regarded in 
the best interests of the lower income 


groups to set it up as a feature of the} 


state social program. 

The state association has never at 
tempted to stand in the way of savings 
bank life insurance, provided it was sub- 
ject to the same taxes and same “cart- 
ful regulations we have had in our 100 
year history,” he declared. 

E. R. Gettings, Albany general agen! 
Northwestern Mutual, and F. H. Wer- 
ner, Utica general agent Connecticw! 
Mutual, chairman, reporting for the it- 
surance department advisory committe 
on agents’ examinations, said that tht 
state association had worked 10 yeats 
in cooperation with the National ass0- 
ciation, to eliminate unfit agents amt 
part time agents in the interest of tht 
public. In post war planning, it is im 
portant that the bars not be let dow 
but that the public still be served by 
well qualified and full time agents. 


Judge Lauds Business 


The insurance field was lauded as “dis: 
tinctive of true democratic processt® 


and a vital participant in the economi 


structure of the nation” by C. J. Ranney) 
former county judge, luncheon speaket 
E. J. Moore, district manager Equitable 
Society, president of the Troy associa 
tion, was toastmaster. Judge Ranney 
said the very nature of insurance mts 
inevitably invite the use of legal pri 
ciples since insurance is essentially # 
contract and contracts form a _ maj 
division of law. The ratio of conte 
versial disputes to the volume of instr 
ance contracts in force through tl 
years is particularly low, and “truly 
remarkable” considering the billions ¢ 
business in force and the 93,500,000 i 
dustrial policies owned in the Unite 





insurance came into being! 
under legislation planned as a_ social 
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States. He spoke highly of the coopera- 
tion between agents and attorneys. 

. §S. Myrick, second vice-president 
Mutual Life, spoke briefly at the closing 
meeting. J. Stinson Scott, general agent 
Provident Mutual, Rochester, is presi- 
dent, and E. H. Perkins, general agent 
Provident Mutual, Albany, is secretary- 
treasurer, of the state association. Mr. 
Scott presided at the business meetings. 
Members were guests of the Troy- 
Albany- -Schenectady managers at a re- 
ception. Nineteen local associations 
were represented. 


Stewart, Potter 


Prudential V.-P.'s; 
Sutphen Retires 


The election of two new vice-presi- 
dents and an assistant secretary and 
the appointment of a supervisor and a 
division manager have been announced 
by Prudential. Harold M. Stewart, who 
has been a second vice- -president, be- 
comes a vice-president and succeeds 
Henry B. Sutphen, with whom he has 
been associated for several years. He 
will be in charge of the industrial field 
organization. Mr. Sutphen recently re- 
tired after more than 44 years of Pru- 
dential service. 

George 1p Potter, who has been sec- 
ond vice-president in charge of home 
office buildings and allied departments, 


was elected vice-president and now in- | 


cludes in his duties in addition super- 
vision of the advertising and publica- 
tions department. 

Other advancements are those of Su- 
pervisor Orville E. Beal to assistant 


- secretary, in which position he will be 


connected with the supervision of the 
industrial agencies; Division Manager 
Joseph F. Kiley to supervisor of the 
eastern group and Charles J. Tiensch, 
2nd, who has been an assistant division 
manager, to manager of division A. 

Following military service in the first 
war Mr. Stewart was enrolled as a 
clerk in the Prudential district No. 8 
in New York. He successively was pro- 
moted to district cashier and special 
district cashier and then was transferred 
to the home office staff as an inspector. 

Promotion speedly followed to the 
position of supervisor of the northern 
group of divisions, supervisor of the 
southern group, and later assistant sec- 
retary of the eastern and central groups 
respectively. In 1941 he was named a 
second vice-president. 

Military service interrupted Mr. Stew- 
art’s studies at the University of To- 
ronto but he matriculated at Columbia 
University on his return from the war 
and was graduated before joining Pru- 
dential. He received his C.L.U. desig- 
nation in 1940. 

In his long tenure with the company 
Mr. Sutphen served successively start- 
ing in 1900, as clerk, junior and senior 
assistant manager, acting supervisor, su- 
pervisor, assistant secretary, second vice- 
president and vice-president. 

Mr. Potter joined the company in 1907 
as a clerk in division B. In 1931 he 
became assistant to the president and 
: 1938 was elected a second vice-presi- 
ent. 





Wilbois Ia. Department Actuary 


Fred Wilbois has been appointed ac- 
tuary in charge of the life division of 
the Iowa insurance department. He suc- 
ceeds Carl Tiffany, who recently joined 
the Illinois department. 

Mr. Wilbois joined the Iowa depart- 
ment in 1921 and has served since that 
time as an examiner. 





Denver Chapter Elects 


At the annual meeting of the Denver 
C.L.U., R. H. Theisen, general agent 
Northwestern Mutual, was elected presi- 
dent; W. R. Goebel, Northwestern Mu- 
tual, vice-president and Carl W. Eagle, 
Aetna Life, was reelected secretary. 


James W. Irwin to 
Address Institute 


James W. Irwin, management coun- 
sel of National Dairy Products Corp., 
will be the principal speaker before the 
annual meeting of the Institute of Life 
Insurance, to be held at the Waldorf 
Astoria Hotel, New York, Nov. 30. He 
will talk on “Management in a New 
Climate.” 

Holgar J. Johnson, institute presi- 
dent, will make a visual presentation of 
the organization’s work of the past year 


and will recommend some public rela- 
tions activities for development during 
the coming year. An open forum dis- 
cussion of questions concerning the 
public relations of the business which 
are raised by the members or their 
guests will be conducted. The coopera- 
tive advertising program of the Life In- 
surance Companies in America will be 
outlined by Henry C. Flower, Jr., vice- 
president of J. Walter Thompson Co. 

There will be an informal luncheon 
and in the afternoon the annual busi- 
ness meeting and election of directors 
will be held. The directors will hold 
their first meeting immediately follow- 


ing the Institute session. The annual 
executive meeting of the Institute will 
be held Nov. 29, at the Institute offices. 





Discuss Valuing Interests 


The Los Angeles C.L.U. chapter con- 
ducted a discussion on “Modern Ac- 
cepted Methods Used in Valuing Part- 
nership Interests and/or the Stock of 
Close Corporations.” 

Dan Brigham, Northwestern Mutual 
Life, led the discussion, with Eldin 
Smith, Connecticut General Life, and 
Milton Hunt, Provident Mutual Life, 
as his assistants. 





“Dull life? . . . On a farm? Gee— 
where did you ever get that idea? Every day is 
full, and all of em are different! . . . This Spring 
ouryoung appletrees blossomed for the first time. 


Thirty acres in soy beans for the first time, 


too 


Fair last Fall. She canned over 500 quarts! i 
And she’s running the Forum this season . , 


Our light truck and a C card gets us to town three times a week . . 


. Jane’s vegetables won two blues at the 






. Johnny is 


raising his first hog for the 4-H competition, and little Sissie tends her own Buff 


Orpingtons, saves the egg money to buy a bicycle. . 


. If the frost holds off long 


enough this fall, I plan to dam our stream, have a swimming hole and fish pond 


next year. 


. . This place is all ours, and all of it interests us a lot . 


The two-decade agricultural revolution has made farming a more exciting occupation 


as well as a more profitable business . . . 


New ideas and improved products, 


new techniques and methods, new efficiency with mechanized aids, have put 


more kinds of eggs in more kinds of baskets, found more diversified sources of 


continuing cash income, larger total incomes... 







. . reaches 47% 


States, New York and Pennsylvania... 


future policy sales in the national market... 


expense that makes successful farmers the best 


insurance prospect field in the world today! .. 


any underwriter’s immediate attention... 
SuccessFUL FARMING, Des Moines, New York, 


Atlanta, Chicago, San Francisco, Los Angeles. 


and a margin of income over 


SuccessFUL FARMING is part of the revolution, part of 
the country, part of the farm family and its thinking 

of farm homes in the 13 Heart 

serves as a 


major medium to the largest potential of present and 


Worth 
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Fire-Casualty 
Agents Support 


Full Exemption 


PHILADELPHIA — After listening 
to a comprehensive all-day exposition of 
the fire and casualty companies’ posi- 
tion on federal legislation needed to off- 
set the effects of the Southeastern Un- 
derwriters Association decision, repre- 
sentatives of the National Association of 
Insurance Agents, at the end of a three- 
hour evening caucus, adopted a resolu- 
tion supporting the Walter bill as passed 
by the House or with any amendments 
which would get the insurance business 
out from under the federal trade com- ° 


mission act, Robinson-Patman act, or 
other federal legislation. 
The resolution, offered by C. C. 


Hewitt of Boit, Dalton & Church, Bos- 
ton, after its text had been approved by 
E. L. Williams, president Insurance Ex- 
ecutives Association; J. Raymond 
Berry, general counsel National Board, 
and E. C. Stone, U. S. manager of Em- 
ployers Liability, quickly ran into 
stormy going. Opposition, however, 
was not due to any lack of desire to go 
along with the companies but to doubts 
as to the wisdom of supporting a meas- 





—* ONE OF THE MOST 
IMPORTANT PUBLICATIONS 


IT HAS EVER BEEN OUR 
PLEASURE TO DISTRIBUTE 
IS NOW READY FOR RE. 


LEASE. 
* 


FRANKLIN W. GANSE, dean 
of American Life Underwriters, 
has specialized for more than 30 
years in the field of neglected 
exemptions in estate planning. 
He is the authority in this field, 
and has devoted more scholarly 
effort to the study of efficient 
estate planning than any one of 
whom we have knowledge. 


NOW MR. GANSE reviews a 
life-time of experience in a 
digest of 186 NEGLECTED 
EXEMPTIONS. Point by 
point, he analyzes these exemp- 
tions, showing exactly how they 
can be used to save millions in 
needless taxes and other estate 
costs. 


Here is the work of a master in 
his field — clear, authoritative, 
definitive. We predict that for 
years it will be the standard 
text on estate planning. 


es 


If you have not yet received 
your copy of the advance an- 


nouncement of Mr. Ganse’s 
“Neglected Exemptions” . drop 
me a note. 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 
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ure that lacked the endorsement of the 
commissioners, the life companies, and 
the mutuals and reciprocals and hence 
might lose out in the few weeks remain- 
ing before adjournment of the present 
congress. 

The resolution’s first setback came 
when Guy Warfield, Jr., of Baltimore 
moved to table it on the ground that al- 
though it represented a great deal of ef- 
fort it was going against what the com- 
missioners were understood to have de- 
cided on last week at Chicago and 
lacked the support of the entire insur- 
ance business. The vote to table was 
unanimous but in view of the question’s 
importance, W. Ray Thomas of Pitts- 
burgh, N. A. I. A. president, allowed 
discussion of it anyway. 

After much vigorous debate, which for 
all the intensity of convictions involved 
was kept on a statesmanlike plane, the 
vote taken by state delegations, was 25 
states for the resolution to 11 against, 
with four states passing their vote be- 
cause of delegations being unable to 
agree. William Welsh of Pasadena, new 
member N. A. I. A. executive commit- 
tee, one of the most outspoken oppo- 
nents of the resolution, immediately 
moved to make the vote unanimous and 
this was done. The resolution read: 

“We the officers of the National Asso- 
ciation of Insurance Agents, and the 
members thereof here present, agree and 
declare ourselves on this occasion as fol- 
lows: 

“1. We believe fundamentally in the 
system of free enterprise. 

“2. We are convinced by years of 
very close contact with the public that 
the business of insurance is a very per- 
sonal business and that it is best done 
with a minimum of governmental super- 
vision consistent with the maintenance 
of insurance company solvency and of 
wot cag within the business and to the 
pu 

“In the light of the foregoing, we 
hereby declare our unanimous support 
of the now so-called Bailey-Walter bill 
as that bill was passed by the House of 
Representatives without any attempt to 
amend the same except as such at- 
tempts, if any, shall be made from the 
floor of the Senate and except as such 
amendments, if any, shall seek further 
to eliminate the business of insurance 
from the application of the federal trade 
commission act, the Robinson-Patman 
act, or other federal legislation to the 
end that the regulations and taxation of 
the insurance business should be done 
by the individual states as heretofore.” 





-Legal Tangles Cleared for 


New Guaranty Union Life 


LOS ANGELE S—tLitigation has 
ended in California courts in respect to 
the Chapter 9 life companies seized by 
former Commissioner Caminetti, and 
Commissioner Garrison is proceeding to 
merge the 11 companies into a single 
legal reserve life company, to be known 
as Guaranty Union Life. 

The district court of appeals, District 
2, Division 1, has just dismissed the ap- 
peal from the judgment of the Los An- 
geles court, on behalf of Benjamin 
Franklin Life, Guaranty Union Life, 
National Guaranty Life, and Physicians 
Life that they be excluded from the 
terms of the rehabilitation agreement and 
returned to their former officers. The 
ground for the appeal was that all four 
of the companies were solvent and 
should not be grouped with the other 
companies, some of which are hopelessly 
insolvent. 

Under the rehabilitation agreement 
policy liens will be: Master Life, 32%; 
Sunset, 65%; Equitable, Cal., 40%; 
Southwestern, Cal., 70%. There will be 
no liens against policies of Alliance, Cal., 
Benjamin Franklin, Great States, Mount 
Moriah, State Mutual, Cal., or Physi- 
cian’s Life, Cal., nor upon any policy 
issued by Guaranty Union or assumed 
or reinsured by it prior to the agree- 
ment; nor upon any policy of National 
Guaranty other than certain policies is- 
sued in or prior to 1935 and not there- 
after converted into a later form. 

The total in force of the 11 companies 


Ohio Mutualization 
Law Survives U. S. 
High Court Test 


WASHINGTON—The U.S. Supreme 
Court, per curiam, Monday granted mo- 
tions to dismiss the appeals in two 
cases arising under the Ohio mutualiza- 
tion law. They are No. 450, Belden vs. 
Union Central Life, and No. 597, Kop- 
lin vs. Ohio National Life. 

In announcing these actions the court 
said, as to each case, they were taken 
for the reason that the judgment of the 
Ohio supreme court is based upon a 
non-federal ground adequate to support 
it. 


OTHER LITIGATION PENDING 


CINCINNATI—According to Walter 
Schmitt, counsel for Ohio National Life, 
the Supreme Court declination to review 
writes finis to only part of the com- 
pany’s litigation. It settles the policy- 
holder question—the so-called Akron 
case. 

The other question, however — the 
stockholders suit—is still held up in the 
Ohio courts by a Stay of proceedings 
where it has been since June, 1943. 

Since Union Central has no stock- 
holder suit the opinion is that its policy- 
holders’ suits will probably be killed 
by latest Supreme Court decision, al- 
though these suits are not identical with 
Ohio National. 

Union Central’s attitude is that while 
the big obstacle of the constitutional 
question is removed other pending liti- 
gation must be disposed of before they 
will go ahead with their program. 








is $29,710,000 with annual accident and 
health premiums in force totaling $244,- 
839. Assets as of September, 1944, are: 
$3,798,289, composed of $3,350,358 in the 
life department and $447,930 in the ac- 
cident and health department. 

Harold A. Benjamin, deputy commis- 
sioner, head of the liquidation depart- 
ment is in charge of the final details of 
the rehabilitation and reinsurance. 

Directors of the new Guaranty Union 
Life are: Lester W. Roth, attorney, Los 
Angeles; John C. Tyler, president Farm- 
ers Automobile Interinsurance Ex- 
change, Los Angeles; C. J. Haggerty, 
secretary California State Federation of 
Labor, San Francisco; Roland Tognaz- 
zini, president Union Sugar Co., Los 
Angeles, and Stewart McKee, president 
Stewart McKee & Co., Los Angeles. 


A.L.C. and Joint 
Committees Named 


Life Insurance Association of Amer- 
ica and American Life Convention have 
announced the formation of. five joint 
committees. The chairmen are: 

Blanks, John S. Thompson, Mutual 
Benefit; social security, M. A. Linton, 
Provident Mutual; valuation of assets, 
F. W. Hubbell, Equitable Life of Iowa; 
aviation, James E. Hoskins, Travelers: 
investment research, John gt Sinclair, 
New York Life. 

Medical research, M. Albert Linton, 
Provident Mutual; war settlements, Val- 
entine Howell, Prudential; pension 
trusts and group annuities, Archibald 
M. Price, John Hancock; national serv- 
ice life, Alexander E. Patterson, Mu- 
tual Life; premium taxation, Ronald G. 
Stagg, Lincoln National; withholding 
and information at source, J. J. Magov- 
ern, Jr., Mutual Benefit. 

President Laurence F. Lee of the 
American Life Convention has an- 
nounced the new committee appoint- 
ments. The chairmen are: 

Actuarial, Alexander T. Maclean, Mas- 
sachuttes Mutual; agents and agencies, 
Wendell F. Hanselman, Union Central 
Life; credentials, H. A. Bartholomew, 
Continental Life, Washington; depart- 
mental supervision, Ray B. Lucas, Kan- 
sas City Life; finance, L. D. Cavanaugh, 
Federal Life; investment and investment 
laws, Frazar B. Wilde, Connecticut Gen- 
eral; medical examinations, Dr. Donald 
B. Cragin, Aetna Life; membership, J. 
Howard Oden, North American Reas- 
surance; next annual meeting, F. L. Al- 
exander, LaFayette Life; program, 
Claris Adams, Ohio State Life; resolu- 
tions, G. A. L’Estrange, Wisconsin Na- 
tional Life; total and permanent disabil- 
ity, R. E. Langdon, Guarantee Mutual 
Life; under average lives, D. E. Buck- 
ner, Jefferson Standard; uniform laws, 
Sydney F. Keeble, Life & Casualty; 
standard valuation and non-forfeiture 
provisions, T. A. Phillips, Minnesota 
Mutual Life; wage and hour, B. M. An- 
derson, Connecticut General; to study 
pending federal legislation, "Byron 
Elliott, John Hancock Mutual; to study 
insurance regulation, Berkeley Cox, 
Aetna Life; committee on joint activi- 
ties, A. J. McAndless, Lincoln National 
Life. 





Holland Phoenix Mutual Director 


HARTFORD—B. L. Holland, vice- 
president and counsel Phoenix Mutual 
Life, has been elected a director. 
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Retain Research 
Bureau Officers 
for Another Year 


More than 75% of the membership 
of the Sales Research Bureau has al- 
ready voted by mail to approve a recom- 
mendation of the nominating committee 
that the term of office of all directors 
of the bureau be extended one year, 
S. T. Whatley, Aetna Life, chairman of 
the committee, announces. 

No annual meeting of the organization 
is being held this year and, as a result, 
the nominating committee was unable to 
comply with the provision of the con- 
stitution that it bring in a slate of 
directors to be electea at the annual 
meeting. 

The nominating committee then pro- 
posed that all directors be asked to serve 
another year and submitted the pro- 
posal to a vote by mail. 

Mr. Whatley suggests that at the next 
annual meeting of the bureau which 
will be held in November, 1945, the 
membership officially vote its approval 
of the recommended procedure to elimi- 
nate any possible question of its consti- 
tutionality. 

The nominating committee also asked 
for an expression of opinion as to the 
wisdom of suggesting to the directors 
that they reelect the same executive 
committee, as well as the same chair- 
man of the board and of the executive 
committee and this, too, was approved. 

The five directors whose terms. would 
normally have expired this year are: 
F. H. Haviland, Connecticut General; 
J. A. Hawkins, Midland Mutual; J. J. 
Murray, Dominion Life; Cecil J. North, 
Metropolitan Life; and J. Harry Wood, 
Paul Revere Life. Their terms together 
with the terms of the five directors 
whose terms would normally expire in 
1945, and the five who would normally 
leave office in 1946, will all be extended 
an additional year. 

In addition to Mr. Whatley, the nom- 
inating committee was made up of A. E. 
Olson, Guarantee Mutual, and C. D. 
Devlin, Confederation Life. 





Veterans Administration 
Explains NSL Conversion 


WASHINGTON — Dealing _ princi- 

pally with conversion of National Serv- 
ice Life, Veterans Administration has 
issued as “Insurance Form 1535” a 
pamphlet entitled “Continuance of Na- 
tional Service Life Insurance,” contain- 
ing information for veterans of the pres- 
ent war. The pamphlet tells how and 
where premiums may be paid after dis- 
charge from service. Conversion is al- 
lowed within a period of five years into 
avery, 20-payment or 30-payment 
ife, 
_ Reinstatement of the full amount of 
msurance after separation from active 
Service is possible under conditions out- 
lined in the pamphlet, by payment of 
back premiums and interest and indebt- 
edness, provided the applicant is in. a 
State of health required by the regula- 
tions. The pamphlet tells how to calcu- 
late premiums and interest due on re- 
instatement and presents a table of fac- 
tors to determine such amounts on the 
basis of 5% annual interest. 

Provision is made for reinstatement 
of reduced amount of insurance after 
Separation from service. The pamphlet 
outlines principal features, privileges 
and benefits of NSL and the different 
kinds of insurance into which it may be 
converted. It tells who may be desig- 
nated as beneficiaries, of death benefits 
and manner of payment, of payment of 
Premiums by deduction from disability 
compensation, pension, or retirement 
pay. 

Waiver of premiums on account of 
total disability may be obtained, it is 
Pointed out. NSL may participate in 
dividends from gains and savings as de- 
termined by Veterans Administrator 
Hines. NSL payment proceeds may not 
€ assigned, and NSL payments are tax 


exempt, exempt from creditors’ claims, 
and not subject to attachment, levy or 
seizure. However, this exemption does 
not apply against the United States 
government. 





Great Northern at Parkersburg 


R. W. Haist of Parkersburg, W. Va., 
has been appointed general agent of 
Great Northern Life of Chicago. He 
was formerly sales manager for Wick- 
line Motors of Charleston, W. Va., 
spending 13 years in the automobile 
business. For two years he was general 
manager of the “Florida Free Press” of 
Miami. He has recently been in the 
casualty line, traveling in West Virginia 
and Michigan for State Automobile Mu- 
tual of Columbus, O. 





Poyser to American National 

L. L. Poyser, for the past 14 years 
one of the leading producers of Gulf 
Life, has been appointed general agent 
or the ordinary department of American 
National at Pensacola, Fla. He was 
leading ordinary producer for Gulf Life 
every year since 1939. Z. E. Bellah, 
who completes 20 years service with 
American National Nov. 29 and who has 
been general agent at Pensacola, re- 
mains as assistant to Mr. Poyser. 
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Bankers Nat'l 
Agency Dinner 


Bankers National Life held a_ gala 
agency dinner in New York Tuesday 
evening. 

The dinner marked the 17th anniver- 
sary of Bankers National and attain- 
ment of the $100 million mark of insur- 
ance in force. 

Wednesday, Thursday and Friday 
members of the two production clubs 
are holding forth at Atlantic City. 

Reaching the $100 million mark was 
the culmination of a five year program. 
The objective was to attain that figure 
Dec. 31, but it was reached well ahead 
of schedule. 

Vice-President W. J. 
toastmaster at the banquet. 

Commissioner Agger of New Jersey 
said many were concerned, following the 
Supreme Court decisions in the com- 
merce cases, with the fate of all state 
and local institutions. A continued trend 
toward centralization of government 
may be the doom of the spirit of free 
enterprise. In the next 10 years the 
American people have an important 
choice to make in the type of society 
they wish to have, he asserted. 

President R. R. Lounsbury outlined 


Sieger was 


five objectives of management in reach- 
ing the company’s second hundred mil- 
lion to the public, agency force, office 
employes, stockholders and to the com- 
munity. 

J. M. Webb, vice-president and claims 
manager, presented service certificates 
to a group of 10 and 15 year employes. 
Other speakers were Irving Victoroff, 
Jersey City, chairman Presidents Club; 
Samuel Schencker, Hartford, president 
Master Producers Club, Abraham Gold- 
stein, Hartford, general agent of the 
largest agency; H. J. Baker, Boston, 
largest personal producer; Miss Mar- 
guerite Jacquinot, chairman home office 
employes association, and Mayor Batt 
of Montclair. 

A. N. Guertin, actuary New Jersey 
department, spoke briefly. A message 
from C, H. Watts, chairman, was read 
by R. D. Shepard, vice-president and 
treasurer. 

Mr. Baker and Mr. Schencker, on be- 
half of the field, presented gold pen and 
pencil sets to Mr. Lounsbury and Mr. 
Sieger and a traveling bag to H. Car- 
lyle Freeman, assistant superintendent 
of agencies. 


John C. Stockett, Jr., former district 
superintendent at Jacksonville, Fla., of 
Life & Casualty, has been advanced to 
captain in the army air force. 
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Breathing Spell on Medical Care Problem 


The Wagner-Murray-Dingell bill, with 
its paternalistic social insurance scheme, 
seems to be definitely dead, the Ameri- 
can Federation of Labor, which origin- 
ally sponsored it, having apparently be- 
come concerned over the responsibility 
of saddling the country with such a 
piece of legislation. In the breathing 
spell thus provided it would appear 
that now, if ever, is the chance of the 
insurance industry to come forward with 
what it can produce toward solving the 
problem of medical care for the great 
mass of citizens whose family incomes 
are less than $5,000 a year. 

The symposium on better medical 
care sponsored by the insurance and 
the drug sections of the New York 
Board of Trade served to bring out 
the wide divergence of views on how 
this problem should be handled. It is 
undoubtedly true, as the speaker repre- 
senting the insurance business frankly 
admitted, that insurance has fallen short 
of what it could do and that many of 
the pioneering steps taken by the insur- 
ance business were suggested and urged 
by would-be ‘buyers of coverage which 
had not yet come into being. At the 


same time it was obvious that no other 
group has come forward with any full- 
fledged miracles. Everybody is groping 
in the dark. 

It seems clear that some solution is 
going to be worked out for the problem 
of medical care for millions of Ameri- 
cans who lack adequate medical and hos- 
pital facilities, either for economic rea- 
sons or because they are located too far 
from populous centers. Relatively few 
are in favor of such radical proposals 
as that embodied in the Wagner-Mur- 
ray-Dingell bill. With that measure set 
back on its heels there would appear 
to be every prospect of working out a 
plan which will at least be a start to- 
ward the eventual solution of the prob- 
lem. If such a start is made it will be 
much easier to answer the purveyors of 
radical nostrums than if opposition is 
confined to negative criticism and pin- 
ning the label of “un-American” on 
them. Many of them are undoubtedly 
just that, but their remedies, however 
undesirable and visionary, may gain too 
great a following to be successfully op- 
posed unless the saner advocates have 
something definite to offer. 


More Attractive to Producers 


The business of life insurance from a 
ptoduction standpoint is becoming more 
ahd more attractive to field men. Com- 
panies on every side realize that new 
markets must be tapped. Officials must 
be responsive to the demands of the 
times and be ready to meet conditions 
as they arise. Notwithstanding the 
problems of investing money officials 
are not unmindful of the fact that they 
must not shut the door entirely to an- 
nuities and other retirement plans be- 
cause social security is very much in the 
air and there is the ever recurring ar- 
gument for providing for one’s self. 
Agents find in their rounds that annui- 
ties are still popular even though the in- 
come is not so alluring as it was in the 
past, Many people desire to purchase 
annuities even at the present cost in- 
asmuch as they feel that they are as 
safe as any class of income that can be 
found. 

Companies realize that more and 
more there will be a demand for what 
might be called wholesale plans of in- 
suranee such as group, pension trusts 
and other retirement plans. The talk 
of the day centers around more liberal 
treatment of employes, a larger division 
of profit through these social security 
agencies. Even now some companies 


that have not thought of group insur- 
ance are seriously considering entering 
the field. While the investment prob- 
lem enters into the pension trust plan 
at the same time it has been well pub- 
licized. The government is encouraging 
any scheme whereby employes, particu- 
larly those in the lower brackets, are 
benefited. Pension trust regulations are 
becoming more and more standardized 
and it will not be so difficult to divine 
ahead of time what will be approved. 
A vast amount of pension trust business 
has been written and while there may 
be a cessation at present owing to the 
many prospects that have been closed 
yet there are abundant opportunities for 
further contracts. Companies that have 
not looked with favor on pension trusts 
are beginning to see that it will be 
necessary to respond to the appeals of 
the day and work out retirement plans 
even if they are not on the present pen- 
sion trust basis. 

More and more companies whose 
charters permit are entering the health 
and accident field. That gives agents 
an opportunity for writing full coverage 
personal insurance and affords additional 
opportunities for selling added business. 

The juvenile market has greatly in- 


creased. Companies now are readily 
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sie juvenile risks that heretofore 
have been almost the exclusive province 
of the industrial companies. Hundreds 
of parents take out juvenile insurance 
for their children so that some provi- 
sion can be made for education or other 
factors that will enter into their lives 
as the years come. 

Furthermore many companies have 
already prepared pension plans for 
agents. Life insurance producers up to 
a few years ago were unprotected ex- 
cept as they provided for themselves 
through life insurance company ma- 
chinery for retirement. That is, they 
did not have what might be called a 
standardized retirement income. Now 
more and more companies are arranging 
for retirement plans for their agents. 


Companies now realize the value of 
training courses so that agents can be 
better fitted to do their work. Some 
companies will not employ a new agent 
unless he agrees to take a _ course, 
Agents are being better educated, more 
highly developed, more effectively 
trained so that they are not obliged to 
follow a hit and miss plan and have no 
tools but a rate book. 

With young men coming back from 
the war there will be a big effort on 
part of various organizations to get 
those that give promise of growth and 
development. The market will soon open 
therefore with them. They will be re- 
ceiving good pay and the armed forces 
especially realize the value of life insur- 
ance protection. 








PERSONAL SIDE OF THE BUSINESS 





Benjamin H. Kizer, a trustee of New 
World Life, whose law firm is associate 
general counsel for that company, has 
been named as head of the U.N.R.R.A.’s 
office for the China area with headquar- 
ters at Chungking. His first job will be 
the organization of the office and the 
laying of the necessary foundation for 
close cooperation with the Chinese gov- 
ernment in preparation for rehabilitation 
of the country following liberation. 

_ Mr. Kizer has served New World Life 
in a legal capacity since 1918 and has 
been a trustee since 1933. 


Miss Mabel G. McClintock, head of 
the renewal department in the home 
office of Pacific Mutual Life, has retired 
from active duty under the company’s 
retirement plan, following 45 years of 
service. 


James A. Giffin, associate agency man- 
ager of Phoenix "Mutual Life, has com- 
pleted 20 years of service and Cyrus T. 
Steven, advertising manager, observed 
his 30th anniversary, Mr. Giffin had a 
background of sales training work be- 
fore joining Phoenix, and developed 
many of the advanced methods of train- 
ing salesmen now in use of the com- 
pany. Mr. Steven was with the actuarial 
department and the policy loan division 
before taking up his present work. He 
is a former president of the Life Insur- 
ance Advertisers Association and in 1936 
was national publicity chairman for Life 
Insurance Week. 


Louis Spengler, claim representative 
of Pacific Mutual Life in Newark, N. J., 
is celebrating his 30th anniversary with 
the company. He was the first field 


Ben P. Atkinson, Jr., who served as: 


an army air pilot and has now returned 
to his former connection with the Austin 
agency of Seaboard Life, led the com- 
pany in paid business for September and 
October. 


Julius Schmahl, chairman of Modern 
Life, was reelected Minnesota state 
treasurer. 

Willard Parks, Security Mutual Life, 
Hastings, Nebr., has the record of hav- 
ing sold policies to all 10 members of a 
family in Lawrence. He is in No. 1 place 
by a good margin in the October honor 
roll after placing second in September. 


DEATHS 


Ernest R. Tennant, 50, president Dal- 
las National Bank and a director of both 
Great National Life and Republic of 
Dallas, died in Dallas following an ill- 
ness of two months. 


O. S. Carlton, Jr., of Great Southern 
Life . Houston died in Mexico City, 
Nov. 
months receiving special medical treat- 
ment. Funeral services were held in 
Houston Nov. 6. 

Mr. Carlton was one of the leading 
personal producers of Great Southern 
Life. He was president of the com- 
pany’s top production club for the year 
ending June 30. He was also one of the 
nation’s leading amateur golf players. 
During his younger days he won many 
of the top championship tournaments 
and was current holder of the course 
records of several country club golf 
courses. 

Mr. Carlton was the son of the late O. 
S. Carlton, Sr., who was president of. 
Great Southern Life. A son, O. S. Carl- 
ton, III, survives, as do his wife and 
daughter. 





Carrington C. Bacon, Sr., 73, who rep- 
resented Mutual Life in Memphis for 
many years, was found dead in bed. He 
had been in insurance work in Arkansas 
before going to Memphis, was  well- 
known as a collector of stamps, coins, 
and unusual documents. 


Dana D. Beardslee, 54, for 15 years 
Pacific Coast manager of the publica- 
tions division of Metropolitan Life, died 
in San Francisco, He joined Metropoli- 
tan in 1927 and went to San Francisco 
in 1929, after a career in daily newspaper 
work. Mr. Beardslee suffered a heart 
attack about six months ago which re- 
sulted in his death. 


Henry C. Farrar, 88, president of Ver- 
mont Accident of Rutland since 1909, died 
following a few days illness. He was born 
in Cincinnati and went to Rutland in 1900. 
He was general agent in Vermont & 
Provident Mutual Life for 20 years and 
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a director of State Mutual Fire of Rut- 
land. 


Henry A. Moehlenpah, 77, for 24 


} years. with the Mielenz agency of Aetna 


Life in Milwaukee, died. He was active 
in banking and finance before entering 
life insurance. 

C. Z. Gould, who died Nov. 10 in 
Omaha at the age of 87, had been with 
Penn Mutual Life for” a total of 51 
years and was the original general agent 
for that company in Nebraska and west- 
ern Iowa. He was active until his death. 
In former years he was prominent in 
the Omaha Life Underwriters Associa- 
tion, the Nebraska Life Agency Man- 
agers & General Agents Association. — 


COMPANIES — 


Country Life Has 
Record Gains | 


Exceeding its best previous year by 
over $5,000,000, Country Life’s new paid 
business for its fiscal year ending Oct. 1 
totaled $30,249,000, according to D. C. 
Mieher, manager. Country Life, which 











operates only in Illinois, has had a phe- 


D. C. MIEHER 


nomenal growth since it started in 1928, 
now having $222,059,698 insurance in 
force, a gain of $24,712,999 for the year. 
Premium income totaled $4,528,884. As- 
sets now amount to $24,226,888, a gain 
of $3,711,828. 





May Dissolve Holding Company 


Dissolution of the John G. Walker 
Investment Corporation, which holds 
the controlling interest in Life of Vir- 
ginia, has been proposed. If the plan 
is ratified, the 153,000 shares of stock 
of Life, of Virginia which it owns will 
be transferred to individual stockholders 
investment corporation. The 
Proposal would have no direct bearing 
On operations of the insurance company. 
Bradford H. Walker is president of both 
corporations. 


Pays 30-Cent Dividend 


Northwestern National Life has paid 
a semi-annual dividend to stockholders 
of 30 cents a share. This compares with 
25 cents that was paid in May and 
with a semi-annual rate of 20 cents in 
the two previous years. 








Old American Now a Life Company 


Old American of Kansas City has 
changed from a miscellaneous stock cas- 
ualty to a life insurance company and 
has been licensed by the Missouri de- 
partment. The company was organized 
in December, 1939, to take over the direct 
mail accident business of Reserve Mu- 





tual daieiilaie: The officers of Old 
American and Reserve Mutual are the 
same. Both companies were formed by 
the Thomas McGee & Sons agency. At 
the end of 1943 Old American had assets 
of $271,703. It had limited its activities 
to accident by mail business. 





Capital Increase Proposed 


A meeting of stockholders of United 
of Chicago has been called for Nov. 28 
to vote upon the question of increasing 
the capital stock from $450,000 com- 
posed of 18,000 shares of the par value 
of $25 per share to $675,000 composed 
of 27,000 shares of the par value of $25. 





The Farm Bureau companies at Co- 
lumbus, O., have purchased the Schultz 
building, which gives them title to an 
entire block. 


_ COMPANY MEN 


W. R. Jenkins Named 
Northwestern Nat'l 
Vice-president 


W. R. Jenkins, formerly sales director 
of Northw@stern National Life, has been 
advanced tp a vice- 
presidency, Other 
vice-presidents are 
J. S. Hale! George 
C. Holmberg, Ross 
E. Moyer and 
George W. Wells, 

r 














Other changes 
include the ap- 
pointment of R. F. 
Preston as actuary 
of the group de- 
partment. Mr. 
Preston has been 
manager and actu- 
ary of the -division 
of policyholders’ service. Harlan Wheel- 
er, heretofore a group department field 
supervisor, becomes manager of the 
group department. George Davis and 
Leonard Lang, formerly supervisors in 
the division of policyholders’ service, 
now take charge of separate phases of 
departmental operations under the gen- 
eral supervision of Vice-president Hale. 

R. H. Tallman, for the past three 
years a member of the actuarial depart- 
ment, has been appointed assistant ac- 
tuary. Kenneth K. Wunsch, formerly 
editor of “NwNL News,” has been ap- 
pointed publicity manager. Alan M. 
Kennedy, assistant to the president, 
continues to have general charge of the 
company’s programs of public relations, 
advertising and publicity. 

President Arnold announces the ap- 
pointment of a management advisory 
committee. Its function is to give im- 
petus to several projects now under way 
and to stimulate useful ideas by mem- 
bers of the home office staff and help 
put them into action. It is contemplated 
that membership will rotate with pres- 
ent members replaced by others from 
the staff of junior officers from time to 
time. J. Parker, comptroller of 
agency accounting, is serving as chair- 
man. Other members are W. H. Bowen, 
assistant secretary; I. W. Kimmerle, 
acting office manager; James Q. Taylor, 
assistant secretary; R. A. Scott, city 
rk officer; Mr. Preston, and Mr. Ken- 
nedy. 


R. G. Richards to 
Home Life Post 


NEW YORK—Home Life has ap- 
pointed Robert G. Richards manager of 
field service. He will have general 
supervision of promotional material aid- 
ing the agént in the new program of 
building clignts through planned estates. 
He will handle general publicity and 
advertising and will be active in the fu- 


° 
Jenkins 


WwW. R. 
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ture pein of Home Life’s post 
war plans. 











ROBERT G. RICHARDS 


Mr. Richards has been associated with 
Livermore & Knight, advertising agency 


of Providence since 1938. 


11 


Prior to that 
time he was agency secretary for Atlan- 
tic Life for more than 11 years He 
has been an active member of the Life 
Advertisers Association. 

A graduate of Harvard Mr. Richards 
taught government there and later at 
Lafayette where he was assistant pro- 
fessor of government. He received his 
C. L. U. designation in 1929 and passed 
the examination in life agency manage- 
ment in 1934. 

His oldest son Donald was killed in 
action in France last August. 





Molder Mass. Protective 
Companies’ Secretary 


Lemuel G. Hodgkins, secretary of 
Massachusetts Protective, Massachusetts 
Protective Life and Paul Revere Life, 
will retire Dec. 1, 1944. He was elected 
secretary in 1918, having previously been 
deputy insurance commissioner of Mas- 
sachusetts, and later secretary and man- 
ager of the National Automobile Con- 
ference. He was educated at Worcester 
Academy and Dartmouth College, Class 
of 1900. 

Joseph C. Molder, assistant secretary 
of the three companies, has been elected 
secretary to succeed Mr. Hodgkins. He 
is a native of Georgia, a graduate of the 
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IT’S LIFE INSURANCE TIME 


Because incomes are larger and savings are larger 


and investment yields are lower it is more difficult to 


an income sufficient to maintain a given standard of 
living, thereby making more life insurance protection 


no increase in cost, as in the case of Commonwealth, 
the incentive to use today's "cheap" dollars for the 
purchase of life insurance as protection against both 
the hazards of life and fluctuations in the purchasing 
power of the dollar, whether "cheap" or "dear", is 


What an attractive picture to place before the 
man who is contemplating life underwriting as a 
career! This indeed is life insurance time. 


rere Lealily Them are building Quality Volume. 
OMMONWEALTH 


INSURANCE Co. 


MORTON BOYD, President 


invest in life insurance. 
the cost of living higher 


larger amount to produce 


still available at little, or 


| 





LGOUTSVItte 








12 


HieNATIONAL UNDERWRITER 


November 17, 1944 








Naval Academy and the Harvard School 
of Business Administration. He has 
been with Massachusetts Protective 
since 1929. 


Name Sleith Commonwealth 
Life Agency Secretary 


Eric A. Sleith, field supervisor, has 
been appointed agency secretary of the 
industrial agency department of Com- 
monwealth Life. This is a newly created 
post. 

Mr. Sleith will serve as chief assistant 





ERIC A. SLEITH 


to W. A. Lonsford, director of agencies, 
and to J. L. Conner and J. T. Ruby, di- 
vision managers. He also will assume 
other responsibilities in the department, 
including sales promotion and _ office 
management. 

He became associated with Common- 
wealth as an agent in 1936, was pro- 
moted to assistant manager and then to 
field supervisor. He enlisted in the army 
air corps training program in 1942 and 
recently was honorably discharged from 
service. 


Loder Joins Mutual Life 
Home Office Training Staff 


Merle Loder, Omaha agency organ- 
izer, has been appointed a training as- 
sistant at the home office of Mutual 
Life, assisting Ben Williams, director of 
training. 

Mr. Loder is a graduate of the Uni- 
versity of Nebraska. He entered life 
insurance in 1927 and in 1937 joined 
Mutual Life in Omaha. From 1937 to 
1943, Mr. Loder was a district manager. 
On Jan. 1, 1943, he was appointed su- 
pervising assistant and two months 
later he was promoted to agency or- 
ganizer. 


SALES MEETS 


Woods Agency 
Has Celebration 


R. D. Murphy, vice-president and 
actuary of Equitable Society, and Com- 
missioner Neel of Pennsylvania were 
honor guests at a banquet and dance in 
Pittsburgh commemorating the 64th 
anniversary of the Woods agency of 
Equitable. Following the dinner Agency 
Manager Lawrence C: Woods, Jr., pre- 
sented certificates to associates who 
were advanced to various Veteran Le- 
gion Corps of the company. 

The banquet was one of the events 
in a week-end of celebration following 
the agency’s participation in the com- 
pany’s “All Out for Victory” campaign. 

The Woods agency with a total writ- 
ten business of $2,653,938 for October 
exceeded its quoted by 18%. Total pre- 











miums of $325,885.49, covering the writ- 
ten business for the month, mean that 
$651,771 of war bonds will be purchased 
by Equitable Society in November and 
credit given to the states in which the 
Woods agency operates. 

A sales conference was held the next 
morning at which time Mr. Woods re- 
viewed the results of the October busi- 
ness. 

H. P. Gravengaard, associate editor 
Diamond Life Bulletins, spoke on “Our 
Responsibility to American Business.” 

Col. Robert C. Downie, chief Pitts- 
burgh ordnance district, and president 
of Peoples-Pittsburgh Trust Company, 
spoke on “What is ahead for the Pitts- 
burgh area?” 

Samuel Lustgarten, Equitable man- 
ager in Chicago, discussed “The Career 
Agent.” 





Union Central Life Newark 
Agency Holds Congress 


The Northern New Jersey agency of 
Union Central Life, of which Swift C. 
Barnes is manager, held a sales congress 
in Newark preceded by a luncheon. 

Arthur V. Youngman, general agent 
in New York City of Mutual Benefit 
Life, gave a number of pointers on pro- 
gramming for the new man in the field. 
Among other things he said that the new 
agent should be fully insured, for no 
man can sell his product unless he be- 
lieves in it and what it will do. He also 
said the life salesman should spend an 
hour thinking about a case before he 
presents it, trying to ‘sell it to himself, 
and at the same time giving thought to 
all the possible objections that the pros- 
pect might make. He emphasized that 
an agent should never wrangle with his 
prospect. 

Walter Barton, president of the C. B. 
Knight general agency of Union Central 
Life in New York City, was to have 
been a speaker but was unable to be 
present. 


RECORDS 


Pacific Mutual Life—Life insurance 
written in October was 71% ahead of 
the same month last year. The number 
of applications increased 44%. With the 
fall production contest in full swing in 
80 agencies throughout the country, an- 
other record month is expected. 

Business Men’s Assurance — Finished 
October with a gain of 42.5% over the 
first 10 months of 1948. Paid life insur- 
ance for the period totaled $32,928,560.00, 
an increase of 36% over last year. Life 
insurance in force increased 9.4% in the 
10 months to a total of $192,809,598. 

The Dallas branch under Manager 
A. W. Hogue led all offices in production 
for the month, with the San Francisco 
branch, reporting to Vice-president J. P. 
Baldwin, second. In individual sales for 
October, the San Diego organization took 
the honors, with the others leaders. 

Great American Life, Tex.—Honoring 
President D. Leon Harp in October, the 
agency force wrote 150% more business 
than in the previous October. The com- 
pany is 19% ahead of the same date in 
1943 in paid business. 

Union Mutual Life—Paid business in 
October gained 29.6% over October, 1943. 
Total for ten months was 8.18% greater 
than in corresponding period a year ago. 

National Life, Vt.—New life insurance 
volume has increased every month for 
20 consecutive months over the corre- 
sponding month last year. October was 














22.82% ahead and the first 10 months 
26.87%. Insurance in force this year in- 


creased by $33,443,454. Decided improve- 
ment in persistency was noted. 

Occidental Life, Cal.—October was the 
biggest month in ordinary written busi- 
ness in its history and also its biggest 
month in ordinary paid. Winding up the 
successful campaign to place a billion 
life insurance in force for Occidental, the 
agency force showed such a terrific fol- 
low-through that October ordinary 
“apps” totaled $15,016,337. Best previous 
month in company history was Septem- 
ber, 1941. October paid ordinary busi- 
ness, part of which was received early 
enough in the month to put the company 
over the billion on the 15th, was $12,- 
028,189. 


LIFE AGENCY CHANGES 





Bramhall Is Named 
Chicago Manager 


New England Mutual has appointed 
William M. Bramhall as agency man- 
ager in Chicago in the agency of the 
late Julius H. Meyer. Mr. Meyer died 
recently after having been general agent 
in Chicago for 35 years. 

Mr. Bramhall was born in the middle 
west. He was a member of the class of 
1922 at Northwestern University, and 
for 22 years has been in the life insur- 





WILLIAM M. BRAMHALL 


ance business in Chicago. _ For four 
years he has been with the Fowler 
agency of New England Mutual in Chi- 
cago in a supervisory capacity. 

_ The brokerage department will con- 
tinue under the management of Manny 
Blumenstock, who has been associated 
with the agency for three years and pre- 
viously for 13 years was with Stumes & 
Loeb, Penn Mutual general agents at 
Chicago. 


Another Fowler Graduate 


The appointment of Mr. Bramhall 
calls attention to the fact that the 
Fowler agency, which is now in its 99th 
year, has been productive of a great 
deal of managerial talent under the ad- 
ministration of Edgar B. Fowler. It has 
been an unusually fertile training 
ground. ; 


Johnson Is Life Manager 
for Chicago Agency 


Edwin O. Johnson, Equitable Society 
agent for 13 years in Chicago, more re- 
cently programming supervisor of the 
Reno agency there, has resigned and 
joined the Stewart, Keator, Kessberger 
& Lederer agency of that city as life 
department manager. The agency has 
been general agent of Continental As- 
surance for seven years. 

Mr. Johnson formerly was in the in- 
vestment banking business. In life in- 
surance he became a top producer. He 
is past commander American Legion 
and past Illinois state president of the 
Rainbow Division Veterans Association. 








West Named by Pan-American 


Brice West has been appointed Nash- 
ville general agent by Pan-American 
Life. He entered life insurance 27 years 
ago and has a splendid record in per- 
sonal production and agency supervisory 
work at Nashville. Mr. West attended 
Vanderbilt University. He is serving 
with the coast guard temporary reserve 
corps. 


Name G. A. Knutsen 


Milwaukee Head 


George A. Knutsen, training assistant 
in the home office of Mutual Life, has 
been appointed 3 
manager of the | 
Milwaugee agency, 
succeeding the late 
Walter E. Rigg. 

A graduate of 
Oregon State Col- 
lege, where he was 
president of the 
student body, Mr. 
Knutsen joined Mu- 
tual Life in 1931 at 
Portland, “Ose; 
From then until 
he was named 
agency organizer in 
1943, he qualified 
for the company’s National Field Club 
seven times, serving as_ vice-president 
of the club for the Pacific division in 
1942. 

Mr. Knutsen received his C.LU, 
designation in 1937 and served as presi- 
dent of the Portland Life Underwrit- 
ers Association in 1941. He was ap- 
pointed agency organizer in January, 
1943, and went to the home office last 
April. 








G. A. Knutsen 





Gordon Now General Agent 


at Geneva, Ill. 


T. C. Gordon, local agent of Geneva, 
Ill., has been named general agent by 
Continental Casualty and Continental 
Assurance. He has established his office 
at 312 West State Street. 

Mr. Gordon recently resigned as man- 
ager of the life department of the Stew- 
art, Keator, ‘-Kessberger & Lederer 
agency of Chicago. He went with that 
agency in 1926 after graduating from 
University of Iowa. He was in the fire 
department until 1931, then became spe- 
cial agent, and in 1938 entered the life 
department. 


Durham Ohio State Life’s 
Muncie, Ind., General Agent 


Norman K. Durham of Louisville has 
been appointed general agent of Ohio 
State Life at 
Muncie, Ind, 
where he first 
entered life in- 
Strance f 
years ago. 

Mr. Durham 
is a native of 
Muncie and was 
a football star 
at Center Col- 
lege in Ken- 
tucky. He com- 
pleted his senior 
year at Miami 
U niversity, 
; where he served 
as assistant freshman football coach and 
instructor in physical education. He 
taught for two years in a Muncie high 
school and was assistant coach of the 
football team. 

While thus engaged, Mr. Durham be- 
came a part-time agent of the Equitable 
Society and then a full-time representa 
tive. Two years later he was appointed 
unit manager at Kokomo, Ind., then 
was appointed general agent of Guardian 
Life in Louisville and for eight years 
has been supervisor of Mutual Life 








N. K. Durham 


there, with a high record in personal pro- | 


duction. 

He has been active in civic affairs and 
in 1942 served as chairman of the sales 
congress of the Louisville Association ot 
Life Underwriters. 


MacConnell Rejoins Reliance 
J. G. MacConnell, who resigned some 
months ago as Los Angeles managef 
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of Home Life of New York, has become 
district manager in Los Angeles of Re- 
liance Life. He started in life insurance 
with Reliance Life at the home office, 


entering field work in 1912. 





Name Erbland Agency Head 
at Portland, Ore. 


Linton Erbland has been appointed 
Penn Mutual Life’s general agent in 
Portland, Ore. He attended Kent Col- 
lege and was a Y.M.C.A. secretary be- 
fore going into life insurance. He has 
been with Penn Mutual more than seven 
years, first associated with the Cleve- 
land agency in Canton, O. He has had 
much field and supervisory experience. 

After selling successfully as a per- 
sonal producer he was made supervisor 
of the Canton territory. Due to the 
health of a member of his family he left 
Ohio for southern California, where he 
served for a year as supervisor in the 
Los Angeles agency. When General 
Agent McMillan went into the army 
Mr. Erbland managed thé agency for 
two years. 

Kelsey Slocum, who temporarily was 
managing Portland in the absence of 
Horace H. Person in the army, will con- 
tinue as a supervisor under Mr. Erbland. 





Elton Y. Boyce has been honorably 
discharged from the army and reap- 
pointed group field service representa- 
tive of Travelers in Kansas City. He 
was in the Dallas branch before enter- 
ing the army. While in the army he 
served as flight instructor at Coleman 
Flying School, Coleman, Texas. 


CHICAGO 


TWO MILLIONAIRES IN ONE OFFICE 











Two “millionaires” have been created 
in 10 months in the Stumes & Loeb gen- 
eral agency of Penn Mutual in Chicago. 
One, W. H. Hiller, merely adds to his 
laurels, as he had paid for at least a 
million annually for 15 years, and is a 
life member of the Million Dollar Round 
Table. 

Edward W. Rosenheim becomes a 
millionaire in his fourth year in the busi- 


' ness, Previously he owned and operated 
' a food business. 


He went with Stumes 
& Loeb in February, 1940, and had ex- 
cellent production from the first. His 
paid production in 10 months this year 
is sufficient to make him a qualifying 
member of the Round Table. 





NEW EDITOR OF “COURANT” 


Robert W. Lord has been appointed 
editor of “Life Insurance Courant,’ Oak 
Park, Ill., succeeding H. W. Flitcraft, 
who resigned. Mr. Lord was born in 
Keene, N. H. He entered Middlebury 
College, majoring in English. After 
nearly three years in insurance adver- 
tising and publication work he took the 
-L.U. examination. The “Courant” has 
almost reached its 50th anniversary, hav- 
ing been established in August, 1895, by 
A. J. Flitcraft. Four of the six sons 
Went in business with him. Stanley G. 
Flitcraft is president of the publishing 
company. Mr. Lord is the first editor 
appointed from outside the Flitcraft 
lamily since the paper was established. 





ACACIA PRODUCTION INCREASES 


_ Acacia Mutual in Chicago has greatly 
Mcreased production, Leland Na- 
shem, manager, announced. In the first 
10 months paid for was $3,710,000 com- 
Pared to total business in 1943 of $3,- 
691,000 and to $2,752,927 in 10 months 
of 1943, an increase of 34% for 10 
months. Mr. Nashem took charge at 
Chicago in February, 1943, and has had 
a great increase in manpower and qual- 
ity business. 


SUN LIFE EXTENDING LOANS 


Sun Life of Canada has appointed 
Dovenmuehle, Inc., as loan correspon- 
dent at Chicago and is prepared to offer 
new capital for real estate construction 


on a large scale. Sun Life has been the 
leading investor in Canada for several 
years under the national housing act, 
which is equivalent to the FHA in this 
country, and has been watching opera- 
tion of FHA with great interest. A spe- 
cial law was required to permit it to 
enter the field of FHA loans in the U.S. 
It will lend on large apartments and 
residences, both under FHA and con- 
ventional loans. 








ASSOCIATIONS 





Service Responsibilities of 
Agent Are Stressed 
by B. N. Woodson 


INDIANAPOLIS — The successful 
life field underwriter must be a service- 
man and not a mere salesman, in order 
to meet the intelligent requirements of 
the public today, B. N. Woodson, vice- 
president Commonwealth Life, asserted 
before the Indianapolis Association of 
Life Underwriters. 

“The more successful a life insurance 
man becomes, the more earnestly he 
strives to serve his clients in their in- 
terests. He knows that in the long run 
the interests of the client and the life 
underwriters are the same,” Mr. Wood- 
son said. The needs of the insuring 
public and the requirements of the now 
quite generally well-informed buyers de- 
mand that the life agent be well trained 
and up-to-date in his service. His work 
is so closely related to the problems of 
the family—education, home ownership, 
security in old age, to business, to taxa- 
tion, and to the conservation of estates, 
that the life agent must be a constant 
student of these problems, and of the 
ways in which life insurance can serve 
and solve them. 


Andrews and Dore Visit 
Wisconsin Associations 


MILWAUKEE— William H. An- 
drews, Jr., Jefferson Standard Life, 
Greensboro, N. C., N.A.L.U. president, 
and Edward J. Dore, Berkshire Life, 
Detroit, national trustee, spoke here. 
Previously they had conferred with 
state officers and directors at a meeting 
arranged by the state association. Mr. 
Andrews also spoke to the Madison and 
Beloit associations at Madison, while Mr. 
Dore addressed the Racine-Kenosha as- 
sociation at Racine. During the rest of 
this week Mr. Dore is addressing noon 
and evening joint and single association 
groups in other cities of Wisconsin. 

Speaking in Milwaukee on “America’s 
Life Insurance—an Instrument of Social 
Service,’ Mr. Andrews told of some of 
the objectives of the National associa- 
tion for the coming year. He reviewed 
the notable work done in the war bond 
drive and urged the continuance of that 
work. He spoke of the new educational 
training program of the N.A.L.U. and 
its cooperation with the life companies 
and the Institute of Life Insurance in 
the field of public relations. 

“With respect to government and 
business, we reflect the common sense 
attitude toward establishing our national 
economic policies, and urge that the 
government furnish the proper incen- 
tives to our people in recognition of their 
loyalty in raising the burden of their 
economic welfare from the shoulders of 
society,” he said. 

He said that the field forces ,of life 
companies have distributed more than 
$20 billions of new life insurance since 
Pearl Harbor and that this has raised 
the insurance holdings of the average 
American family to $4,200. However, 
he pointed out that this barely equalled 
the income of one year for these families. 

He recalled that the N.A.L.U. has 
pledged its wholehearted cooperation to 
assist the 11 million returning service 
men and women by explaining to them 
their National Service Life Insurance, 
their rights under the G.I. bill and the 


provisions of the soldiers and sailors 
civil relief act. 

Monday afternoon the Wisconsin 
Quarter Million Dollar Round Table 
held its mid-year conference, with Chair- 
man William H. Pryor, Connecticut 
Mutual, in charge. The speaker was 
Thomas A. Moore, vice-president and 
trust officer of the Marine National Ex- 
change Bank, who discussed trusteed 
life insurance and the trusteed possi- 
bilities in relief of estate and income 
taxes. 


Sales Congress March 9 


Joseph Hinkes, Bankers Life of Iowa, 
Milwaukee, president of the Wisconsin 
association, presided at the several ses- 
sions of the state officers. He said the 
general state meeting previously an- 
nounced for about this time has been 
replaced by the present series of state 
meetings, but that a sales congress will 
be held in Madison March 9. The an- 


nual meeting and a sales congress are 
planned for Milwaukee late in May or 
early in June. 


Southeast Kansas Sales 
Congress in Pittsburg 


The southeast Kansas sales congress 
was held in Pittsburg with about 125 in 
attendance. Cities represented were 
Girard, Fredonia, Neodesha, Parsons, 
Baxter Springs, Fort Scott, Independ- 
ence, Iola, Columbus and Chanute, Kan.; 
Joplin and Nevada, Mo. F. C. Kirk- 
patrick of Parsons was general chair- 
man. . 

The principal speaker was William H. 
Andrews, Jr., president of the National 
association. The slated luncheon speaker, 
George V. Metzger, general agent of 
Northwestern Mutual Life was unable to 
attend because of the death of Mrs. 
Metzger’s mother. Harold Lunsford, 
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president of the Kansas association, filled 
in with a talk on association work. 
Rev. Gordon B. Thompson, pastor of 
the Methodist Church of Pittsburg, spoke 
on “Romance of Life.” Evan Griffith, 
executive manager war finance commit- 
tee, Topeka, praised the life men for 
having done a great job in the war bond 
program, especially in the payroll sav- 
ings program. William Guild, trust of- 
ficer Kansas Trust Company, Kansas 
City, Kan., talked on “Estate Creation, 
Administration and Trusts.” 


Peoria Arrangements Are 
Complete for State _ 
Rally and Congress 


All preparations now are complete for 
the Peoria, Ill., gathering of life men 
Nov. 17-18. The first morning there 
will be a conference of local, state and 
national association officers with open 
discussion of association administration. 
L. S. Broaddus, Chicago, president IIli- 
nois Association of Life Underwriters, 
will preside. At noon there is to be an 
organization meeting of the new IIli- 
nois Round Table which was authorized 
at the annual state meeting in Chicago 
last April. Kenney E. Williamson will 
preside. 

In the afternoon association officers 
again will confer and there will be a 
general agents and managers session 
with James R. Love, Peoria, as chair- 
man. A. R. Jaqua, associate editor 
“Diamond Life Bulletins,” and Don 
Ross, merchandising manager, “Success- 
ful Farming,” Des Moines, will speak. 
A cocktail party will follow, then the 
dinner and midyear meeting of the IIli- 
nois Association. 

The Peoria association annual sales 
congress to be held all day Saturday, 
with Norman E. Anderson presiding in 
the morning, and Howard F. Hartrunft, 
president Peoria association, in the aft- 
ernoon, has a fine program of top notch 
speakers, including President W. H. 


— Bud. 


YOUR OWN AGENCY, OR 
BOOST YOUR INCOME . . 


Hones How: 


The Wisconsin National helps you to 
success and security. It offers a new 
and attractive life agency plan with 
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cies—diversified policies—Life, Accl- 
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LIFE % ACCIDENT 
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WISCONSIN: NATIONAL 
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Andrews, Jr., of the National associa- 
tion. 


Industrial Man Tells of 
Opportunities in That Field 


AUSTIN, TEX.—John J. Bannon, Jr., 
Fort Worth, general agent of Reliable 
Life, outlined to the Austin Association 
of Life Underwriters the opportunities 
in the industrial field. He pointed out 
that the industrial agent has a definitely 
defined territory in which to work, cited 
the percentages of ordinary business 
written by industrial agents and com- 
mented that the number of industrial 
agents, which was 70,400 in January, 
1940, is now 50,000. 

He regards the new man_ being 
brought into the business as entitled 
to adequate training to fit him for suc- 
cess, permanency of position, and a rea- 
sonable income to provide through his 
own thrift the ability to retire at 65. 
He considers an annual income of $3,600 
to $4,000 a reasonable one for the debit 
man. . 

Mr. Bannon pointed out that the am- 
bitious and studious may work himself 
up through the various positions in the 
industrial field and as a manager may 
earn from $25,000 to $50,000 per year. 

President Robert Lyles of the state 
association introduced its executive and 
legislative committees, which attended 
in a body. John P. Costello, immediate 
past president of the Texas association, 
presented R. N. Lewis, Great National 
Life mananger and state secretary, his 
C. L. U. diploma and A. V. Knight, im- 
mediate past president of the Austin as- 
sociation, presented to President Aubrey 
Frazer the president’s certificate from 
the National association. 





Iowa Regional Vice-Presidents 


President Charles J. Stratton of the 
Iowa Association of Life Underwriters 
has appointed four regional vice-presi- 
dents, following out a proposed plan 
adopted at the state convention in 
Des Moines last spring. 

They are: George H. Harrer, Penn 
Mutual, Mason City, the northeastern 
district, Dubuque, Waterloo and Mason 
City; Joseph “L. Minor, Equitable So- 
ciety, Fort Dodge, for the northwestern, 
Ames, Fort Dodge, Marshalltown and 
Sioux City; Henry Meese, Travelers, 
Davenport, Burlington, Cedar Rapids, 
Davenport and Ottumwa, and Preston 

Luin, Des Moines, for the south- 
western, Des Moines, Shenandoah and 
Council Bluffs. 


Cincinnati Sales Seminars 


A ‘sales seminar will be conducted 
Dec. 1 by the Cincinnati Life Under- 
writers Association, starting at 1:30 p.m. 
in Hotel Gibson. The program includes 
talks on “How I Sell the Retirement 
Income Contract,” by Glen W. Isgrig, 
agent of Reliance Life, and “How I Sell 
by Simple Programming,” by W. B. 
Stevens, agent of Ohio State Life. 

hese agents are very successful. 
Mr. Isgrig makes most of his sales 
around retirement income contracts. He 
will set the stage for and demonstrate 
a regular interview, then answer objec- 
tions or questions from those in at- 


tendance. Mr. Stevens’ interviews are on 
the simple programming method of sell- 
ing. He will tell about his sales pro- 
cedure and psychology of selling. Audi- 
ence participation will be sought 
following each talk. y 

This is the second seminar of a series 
of three being offered to members on 
the first Friday of November, December 
and January. Only agents are asked to 
talk. The idea is to offer to the mem- 
bership something of immediate and 
practical value, particularly to industrial 
agents. At the first seminar about one- 
third of those attending were industrial 
agents. 


Chicago Teams Hold Luncheon 


James R. Francis, manager of Metro- 
politan Life in Chicago, who is_ chair- 
man of the outlying districts in the 
Chicago Association of Life Underwrit- 
ers membership drive, will hold a lunch- 
eon Monday for his team captains. These 
include R. W. Weber and F. P. Clish, 
John Hancock; E. P. Lomasney, C. T. 
Walsh, Gerald Oppenheim, L. J. Lar- 
son, Woolf Guon, A. D. Hallagan, T. 
Platka, T. J. Crowe and Ben Miller, 
Metropolitan; A. H. Greenspahn, N. R. 
Brown, C. H. Ford, Walter Pianowski 
and R. W. De Pau, Jr., Prudential; J. 
B. Miller and P. W. Trotter, Western 
& Southern; H. A. Franke, National 
Life & Accident, and H. D. Bell, Sun 
Life of Canada. 


Fargo, N. D.—Orris M. Johnson, presi- 
dent Mankato district association, spoke 
before the North Dakota state associa- 
tion here. “Each hour men and women 
move nearer the day when their earning 
power, or economic value, is gone be- 
cause of old age,” he said. “Then they 
start on a sunshine road or a hateful, 
depending on what provisions they have 
made for a life-long income. If it is 
logical to sell life insurance to offset 
the loss of human life value by death, 
it is just as logical to sell life insurance 
to offset the loss of human life value by 
the devastating hand of time.” 

Grand Island, Neb.—L. J. Davis, Se- 
curity Mutual Life, Lincoln, reviewed the 
National association meeting in Detroit, 
and offered some ideas concerning the 
trends in life insurance today and sales 
suggestions that are successful. 


Montreal—At a luncheon meeting 
Nov. 15, Lantz L. Mackey, Detroit man- 
ager of Home Life, spoke on “Your Op- 
portunities in Business Life Insurance.” 
He is president of the Detroit Life Un- 
derwriters Association, qualified for the 
1942-43 Million Dollar Round Table, and 
led Home Life in 1943. C.L.U. designa- 
tions were presented to five members 
who won the award. 

New Haven, Conn.—S. T. Whatley, 
trustee American College of Life Under- 
writers and vice-president of Aetna Life, 
conducted conferment exercises and pre- 
sented C. L. U. diplomas to Sherwood S&S. 
Eberth, Travelers, president of the New 
Haven association; Herbert G. Norman, 
John Hancock, association treasurer, and 
Erhardt G. Schmidt, Aetna Life, director 
of the New Haven association. 

Mr. Eberth introduced the new officers 
and directors and welcomed a large num- 
ber of new members. Howard V. Krick, 
national committeeman, reported on the 
N. A. L. U. convention in Detroit. Jim 
Sullivan, chairman for New Haven 
county for payroll savings, appealed for 
additional volunteers in connection with 
the sale of war bonds. Connecticut leads 
the nation in payroll savings and New 
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Haven county leads in Connecticut. 
Mr. Whatley discussed the importance 
of the proper mental attitude. 


St. Louis—E. E. Cooper, assistant 
agency vice-president of Equitable of 
Iowa, was the speaker this week. 

East Texas—Henry Foster, superin. 
tendent of the Longview public schools, 
was the principal speaker. Certificates 
were presented to Marvin Brown, South. 
western Life, Tyler, who qualified for 
the C. L. U. designation, and to Mrs, 
Lillian Oliver, Security Life & Accident, 
Atlanta, Tex., and Mrs. Lillian Sallee, 
Franklin Life, Troup, member of the 
Women’s Quarter Million Dollar Round 
Table. 


Salt Lake City—O. W. Adams, execu. 
tive vice president Utah State National 
Bank, director of Beneficial Life and 
former president of the American Bank- 
ers Association, spoke on “The Purchas- 
ing Power of the Insurance Dollar Must 
Not Become a Post-War Casualty.” He 
said the obligation of a life company, or 
any of its accredited representatives, 
does not end with the sale of a policy; 
it is the solemn duty of the company and 
the man selling the contracts to see te it 
that those policy-contracts will do the 
very things they were purchased for. 

W. H. Andrews, Jr., N.A.L.U. president, 
will address the state and four local 
associations here Jan. 8. 


Detroit—H. B. Palmer, general agent 
of Mutual Benefit Life in Flint and im- 
mediate past president of the U. S. Junior 
Chamber of Commerce, spoke on “Ag- 
gressive Optimism.” 


Terre Haute, Ind.—Plans for the sixth 
war loan campaign were discussed. Roy 
Beeson, chairman payroll savings divi- 
sion for larger plants, presided. Life 
agents will contact the large industrial 
plants in the drive. 


Buffalo—An estate planning skit di- 
rected by R. W. H. Campbell, vice-presi- 
dent Liberty Bank, was _ presented, 
Participants included Harlan M. Walker, 
Travelers manager, and Claude C. Jones, 
general agent Connecticut Mutual. Mr. 
Jones acted the part of a manufacturer 
and Mr. Walker, as a life agent, advised 
him on how to set up his estate. 


Waterloo, Ia.—‘‘Thrift, preached for 
many years by insurance men, has finally 
become popular,” Philip B. Hobbs, Chi- 
cago manager Equitable Society and 
secretary of the National association, 
declared. 


“The thrift habit acquired now will : 
pay dividends in our business after the © 
war, for life insurance is still the only © 


way a young person can obtain substan- 
tial protection with small initial cost.” 


Fort Wayne, Ind.—Newell C. Day, Dav- 
enport general agent of Equitable Life 
of Iowa, spoke Nov. 15 on “Color in 
Selling.” F 

San Francisco— The San Francisco 
C.L.U. chapter will be in charge of the 
November luncheon meeting program. 
Mrs. Eda F. Hudson, Northwestern Mu- 
tual Life, president of the chapter, is 
arranging the program. 

Palestine, Tex.—A tentative organiza- 
tion covering Crockett, Rusk, Athens, 
Jacksonville and Palestine, was effected. 
Floyd G. Armstrong, Seaboard Life, Pal- 
estine, was named temporary president, 
and Chester N. Stroud, American Na- 
tional, temporary secretary-treasurer. 
Thirteen attended the meeting. Officials 
of the Piney Woods association assisted. 


Valley Grande, Tex.—O. P. Schnabel, 
San Antonio manager of Jefferson Stand- 
ard Life, spoke on “Enthusiasm and 
Helpful Hints.” He said no worthwhile 
achievement had ever been accomplished 
without enthusiasm. He also stressed 
the importance of keeping adequate pros- 
pect records, but said he found the avel- 
age prospect card did not have enough 
room to keep adequate records and 
showed a letter size prospect folder for 
which he is applying for copyright. 

Aberdeen, S. D.—At the November 
meeting Guy H. French of Sioux Falls, 
president of the state association, talked 
on “Getting Excited and Staying Excited 
About Our Business.” 

He declared that the only three valid 
reasons for a man not having adequate 
life insurance protection for his family 
are: 1, That he is uninsurable; 2, hé 
is unable to pay for it (and there aré 
very few in this category at the present 
time); 3, he does not have a clear and 
complete understanding of what life in 
surance means to him and his family. 

He discussed the amendment to the 
National Service Life Insurance ach 
which gives the beneficiary the privilegé 
of taking a lesser life income, and guar- 
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antee the payment of the full face of the 
policy, and urged the passage of a reso- 
lution, to be submitted to the National 
association and to various congressmen, 
suggesting that (if it has not already 
been done) the amendment be further 
amended, giving beneficiaries of those 
under the war insurance act who have 
already died the privilege of the benefits 
of the other amendment. : 

Davenport, Ia.— Harold J. Cummings, 
vice - president Minnesota Mutual Life, 
spoke Nov. 11. 








POLICIES 





John Hancock to 
Continue Scale 


John Hancock is continuing in 1945 
the dividend scale on ordinary and in- 
dustrial policies and retirement annuity 
contracts that has been in effect. The 
company will set aside $27,000,000 for 
dividends to policyholders. 

The directors also voted that in 1945 
the interest distribution on funds held 
on deposit or retained under policy pro- 
visions will be at the rate allowed dur- 
ing 1944. The same general dividend 
formula now in effect will be continued 
for group policies in 1945 with adjust- 
ments resulting from experience shown. 





Aetna Participation 
Is Maintained 


Directors of Aetna Life have voted to 
continue the present dividend scale for 
1945 distribution. 

The rate of interest to be allowed in 
the participating department on the 
proceeds of policies left with the com- 
pany for all payments falling due in 
1945 and to be allowed on dividend ac- 
cumulations will be 3% except where a 
higher rate is guaranteed. 

The same rate of interest of 3% will 
be paid in the non-participating depart- 
ment on funds held by the company ex- 
cept where a higher rate has been 
guaranteed. 


Guardian Continues 
Dividend Rate 


The directors of Guardian Life have 
voted, on the basis of the first nine 
months’ operations of this year, to ap- 
prove continuance in 1945 of the 1944 
scale of distribution of dividends to 
policyholders. 

It was also concluded that no change 
be made in the interest rate allowed on 
dividends left to accumulate at interest 
or on policy proceeds left under an op- 
tional settlement. In each case the guar- 
anteed rate stipulated in the policy con- 
tract with no excess interest will be 
payable. 

The amount estimated for distribution 
as dividend to policyholders in 1945 is 
$2,300,000, as compared with $2,110,000 
set aside for 1944 distribution. 


New England Mutual Makes 
Payor Clause Available 


New England Mutual now will in- 
clude a payor clause with new insurance 
written on juveniles, ages 5 to 16, inclu- 
Sive. Waiver of premium in event of 
death only may be attached up to and 
including age 65 of payor and is in effect 
until insured’s 25th birthday. 

_ The death or disability agreement is 
issued only to male applicants up to and 
including age 55, and is in effect until 
insured’s 21st birthday providing dis- 
ability occurs before age 60 of payor. 
he minimum amount with which this 
agreement may be added is $1,000 for 
death only and $2,500 for death and dis- 
ability. It may be issued with all policy 
forms except those containing a term 
element or single premium policies. 
Table below gives the premium rates 





and payor benefit rates for insureds ages 
5 to 16, and payor age 35 except for 
age 16 for which age 40 payor is shown: 


—Death Only— —Death or Dis.— 
20P. 20 Yr. 20 P. 20 Y. 
Ageof Life Life End. Life Life End. 
Child $ $ $ $ $. $ 
5...-- 16.45 26.90 52.81 16.92 27.66 54.29 
Ciaraes 16.36 26.52 52.05 16.83 27.29 53.57 
7...+. 16.26 26.26 51.53 16.75 27.06 53.09 
eee 16.28 26.22 51.13 16.80 27.06 52.76 
ae 16.40 26.29 50.73 16.96 27.19 52.46 
10 16.63 26.46 50.44 17.25 27.45 52.32 
11 16.76 26.64 50.27 17.46 27.75 52.36 
12 16.98 26.81 50.10 17.81 28.11 52.52 
13 17.21 26.98 49.82 18.24 28.59 52.79 
14 17.33 27.26 49.65 18.00 28.32 51.58 
15 17.55 27.42 49.49 17.91 27.99 50.52 
16 17.96 27.83 49.46 18.08 28.02 49.79 


Recent revision in limits on juvenile 
insurance brought about the following 
schedule, including reinsurance: Ages 
5-9, old limits $10,000, new limits $25,- 
000; ages 10-12, $20,000 and $30,000; 
ages 13-14, $30,000, and $40,000, age 15, 
$50,000 and $50,000. 

No change in limits on men in service 
has been made, but for those of military 
age not in service the following is in ef- 
fect: Commissioned officers, including 
officer candidates in training schools and 
colleges (men and women), $25,000; 
other members of the armed forces, ac- 
tive or reserve, and those who expect to 
enlist (men and women), $20,000; men 
age 16 to 18 birthday, $20,000. The limit 
is $10,000 for those who are, or expect 
to be, pilots or members of the crew of 
any aircraft, civilian or military, and 
paratroops. A limited aviation exclu- 
sion amendment is required for all such 
persons. Men in submarine service are 
not acceptable. 


| Deposit Fund Plan Offered 


by United States Life 


United States Life has made available 
future premium deposit fund privileges 
for regular policy owners whose policies 
are free of loans. It will accept deposits 
of $10 or more toward future premiums. 
It is felt this encourages insureds to 
meet periodic premiums on a pay-day 
budget basis. The automatic premium 
loan will be continued. 

The deposit fund will earn 2% inter- 
est annually, credited to the balance on 
deposit on the anniversary of the date of 
issue of policy. Deposits are limited 
only to a sum which, when added to the 
policy’s cash surrender value, would be 
sufficient to convert to a fully-paid con- 
tract. Withdrawals are restricted to the 
purpose of the fund, and are made auto- 
matically by the company whenever pre- 
miums are due but unpaid within the 
grace period. Any balance in the fund 
at the death of the insured is paid in one 
sum to the beneficiary under the policy. 

The deposit fund agreement terminates 
when a loan is made on the policy or if 
an option on surrender or under lapse 
provisions is exercised, and in that event 
any balance in the fund is paid in cash 
to the policyowner. 





Pacific Mutual Increases 
Substandard Limits 


Pacific Mutual Life has increased 
limits and changed rules for acceptance 
of substandard business. The new limits 
for regular life and endowment plans 
for ages 21-50 inclusive are: Table A 
$150,000, B $140,000, C $125,000, D 
$85,000, E $50,000, F $25,000. Smaller 
amounts are provided for high and low 
ages. These limits apply both to men 
and women; heretofore there were sepa- 
rate limits for the sexes, those for 
women being lower. There is now one 
set of limits for new issues and total 
insurance; heretofore dual limits were 
employed. 

Term expectancy and term to 65 will 
be issued through table D; in the past 
table C was the limit. 

The five and 10 year term plans will 
be issued to substandard applicants for 
not over $50,000 and at ratings not 
higher than table D. These plans have 
not before been available in the sub- 
standard department. 

Pacific Mutual has doubled its 
juvenile limits so amounts up $5,000 may 


be written at ages 0 through 5 and up 
to $10,000 ages 6-9. 








NEW YORK 





NEW YORK FEDERATION MUSTER 


Plans are being perfected for the an- 
nual meeting and luncheon of the New 
York Insurance Federation at the Hotel 
Astor, New York, Nov. 28. A number 
of insurance commissioners will be in 
the city to attend the National Associa- 
tion of Insurance Commissioners mid- 
year meeting. Parkinson of Illinois, 
Neel of Pennsylvania, Dineen of New 
York, Agger of New Jersey, Harrington 
of Massachusetts and Allyn of Connec- 
ticut will be in attendance as will others. 
Senator W. H. Hampton of Utica, N. Y., 
Assemblyman W. H. McKenzie of Bel- 
mont, Russell Wright, chairman of the 
assembly insurance committee, are ex- 
pected to be present. 





SUPERVISORS HEAR PUBLISHER 


Comprehensive personnel training pro- 
grams must be made a part of the post- 


war plans of every business, Col. Wil- 
lard Chevalier, vice-president McGraw- 
Hill publications and publisher of “Busi- 
ness Week,” told the New York City 
Life Supervisors Association. Col. 
Chevalier described the highly detailed 
army special training program and em- 
phasized the need for planning by man- 
agement and the joint responsibilities of 
management and labor. The program 
was arranged by Arnold Siegel, Connec- 
ticut General, chairman of the program 
committee. Harold Cronin, Prudential, 
introduced the speaker. 





N. Y. WOMEN HOLD SESSION 


Life insurance, banking and invest- 
ments, the three professions in which 
many women are now actively engaged, 
were discussed at the November meet- 
ing of the League of Life Insurance 
Women. Mrs. Helen Wolfsohn talked 
on life insurance and its far-reaching 
benefits along estate lines and in fur- 
nishing of life income. She said that 
life insurance is “privileged” property. 
Representatives of the two other lines 
also talked. Lillian L. Joseph, Home 
Life of N. Y., president, welcomed sev- 
eral new members. 





We Occidental Way 


MANY JUVENILE POLICIES part company with the 
youngster when he grows up, leaving him unin- 
sured, or underinsured—perhaps, uninsurable. 


But not this new Occidental policy for little folks. 


Each $1,000 of initial protection gives approxi- 
mate endowment results until age 21 and then— 
each $1,000 becomes $5,000 of Straight Life— 
without premium increase! And without evidence 


of insurability! 


Result: Lifetime, adult protection at unequaled 
low rates—$9 to $12 per $1,000. 


We call this our Junior Estate Policy. Everyone 
else calls it “a miracle of insurance.” So will you. 


Occidental Life 


INSURANCE COMPANY OF CALIFORNIA 
HOME OFFICE % LOS ANGELES 


V. H. Jenkins, Vice-President 


“We pay lifetime renewals — they last as long as you do” 
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AGENCY MANAGEMENT 





Lacy Gives Los Angeles 
Managers “A Look Ahead” 


President O. J. Lacy of California- 
Western States Life gave the Life 
Insurance Managers Association of Los 
Angeles, “A Look Ahead.” He de- 
clared that the salesman will lead in the 
post-war economy, and that during the 
post-war years life insurance will come 
into its own. However, he said sales- 
men must be trained better than in the 
past. 

“What is necessary is to do the com- 
mon things uncommonly well,” he said. 
“Learning and knowledge of the busi- 
ness is not everything. It is the doing, 
by utilizing the learning and knowledge, 
that makes for success. 

“In the post-war period we must pick 
our men more carefully, we must exer- 
cise judgment in this respect.” 

C. S. V. Branch, who recently retired 
as vice-president of Sun Life of Can- 
ada, was a guest, as was R. M. Malpas, 
retired life insurance executive who 
served with several companies. 

Henry H. Childers, associate counsel 
of Pacific Mutual Life, who attended 
the hearing of the injunction-damage 
suit brought against Commissioner Gar- 
rison by First National Benefit of Phoe- 
nix, Ariz., made a brief report on that 
case. 





Managers Must Be Better 
Trained, Kenagy Says 


H. G. Kenagy, vice-president and su- 
perintendent of agencies of Mutual 
Benefit Life, addressed the General 
Agents & Managers Association of In- 
dianapolis on problems of the future 
which are already developing. He is 
convinced that the producer must be 
much more thoroughly trained than in 
the past. This will mean that the gen- 
eral agent and manager must likewise 
be more thoughly trained for his duties. 
As Mr. Kenagy sees the trend, this will 
result often in drafting such men from 
other fields rather than from the ranks 
of the producers, as has been the com- 
mon practice. Men thus selected for 
these jobs would be intensively trained 
to become sales managers and also edu- 
cators of producers. The day of the su- 
perficially prepared life insurance pro- 
ducer is rapidly passing. The present 
facilities for achieving professional 
standards are recognized, prominent 
among which is the American College. 

Eber M. Spence, Provident Mutual 
Life, announced that plans are under 
way for organizing an Indiana Quarter 
Million Round Table, which will be 
sposored by the Indiana Association of 
Life Underwriters. The General Agents 





Schomburg New Head of 
Chicago Supervisors 





George L. Schomburg, Fuller agency 
of Prudential, has been elected presi- 
dent of the Chicago 
Agency Supervis- 
ors Ciub..Ms. 
Schomburg has 
been serving as act- 
ing president since 
KR. W. frank, 
former _ president, 
was named general 
agent of State Mu- 
tual. Carl Lind- 
strom, Travelers, 
was named vice- 
president, and Mat- 
thew Keller, Jr., 
W. A. Alexander 
& Co. agency of 
Penn Mutual, secretary-treasurer. New 
directors are: Roland D. Hinkle, Reno 
agency of Equitable Society; Robert J. 
Murphy, Goldman agency of Prudential, 
= Samuel Leland, Youngberg-Carlson 

0. 





G. L. Schomburg 


& Managers Association intends to pro- 
vide diplomas for those who qualify. It 
is expected that the first meeting will 
be held next spring. 


McDonald Speaks to Joint Meet 


J. A. Shevlin, Prudential, president 
Chicago Life Cashiers Association, 
headed a delegation from that group 
which attended a dinner meeting of 
the Milwaukee association. The joint 
groups heard an analysis of agency op- 
erations and costs and their relations 
to the agency cashier, given by John 
P. McDonald, Northwestern Mutual 
Life agency secretary. 








Corpus Christi Managers Organize 


Agency managers and general agents 
representing 26 major life companies 
have organized the Life Managers Club 
of Corpus Christi, Tex. 

Guest speakers were O. P. Schnable, 
San Antonio general agent of Jefferson 
Standard Life and past president of the 
San Antonio Life Managers Club, and 
George Passmore, superintendent of 
agencies of Reserve Loan Life and sec- 
retary of the Dallas Life Managers Club. 

The new club elected Andrew Dickin- 
son, Southland Life, president; Marcus 
Ryan, Southwestern Life, vice-president, 
and G. M. Gallaway, National Life & 
Accident, secretary-treasurer. Directors 
are J. L. Anderson, Capitol Life; L. B. 
LaDouceur, Reserve Loan Life; George 
Mclllheran, Great National Life, and 
Keith R. Collier, Jefferson Standard Life. 





Talks on Texas Legislation 


DALLAS—James D. Edgecomb, gen- 
eral agent of John Hancock Mutual, ad- 
dressed the meeting of the Life Insur- 
ance Managers Club of Dallas Monday 
on legislation. He is chairman of the 
legislative committee of the Texas state 
association and had just returned from 
a meeting of that committee. 





Hear of Pension Trust Plan 


At the November meeting of the Utah 
Life Managers Association in Salt Lake 
City, George M. Gadsby, president and 
general manager of the Utah Power & 
Light Co., told of his company’s re- 
cently adopted pension trust plan for the 
benefit of its hundreds of employes. He 
said the plan qualifies under the federal 
statutes, which makes the cost to the 
company a deductible tax item. 


AGENCY NEWS 


Honor Branscom in Oakland 


James J. Branscom, newly appointed 
manager of the Oakland, Cal. agency 
of West Coast Life, was honor guest at 
a luncheon there, November 8, with 
H. J. Stewart, vice-president, and man- 
ager of agencies, and Otto Langpaap, 
inspector of agencies, representing the 
company, with members of the agency 
as guests. 














Henderson Agency Well Ahead 


The E. E. Henderson general agency 
of Pacific Mutual Life in Chicago has 
paid for $3,500,000 of business this year 
despite agents recruiting difficulties. A 
district branch office recently was 
opened at Aurora, with Victor M. Siev- 
ing as manager. He is a _ successful 
agent who paid for a million in 1943. 
Mr. Henderson some time ago opened 
a branch at Waukegan with John T. 
Wilson as district manager. In his first 
year in the business Mr. Wilson has 
had a fine production record. 


Lt. Hammar Lincela Guest 


Lt. Kermit Hammar, formerly with 
Lincoln Security Mutual Life in Lincoln, 
Nebr., was honor guest at a luncheon 
attended by members of the Lincoln 
agency and the home office. President 


T. A. Sick was host. Lt. Hammar told 
some of his interesting experiences dur- 
ing his 35 missions as a Fortress pilot in 
the European theatre. 





Dinner. for Prouty Agency 


Fifty-five members of the Phinehas 
Prouty, Jr., agency of Connecticut Mu- 
tual Life in Los Angeles and their wives 
will attend a dinner, awarded them for 
their successful participation in the na- 
tional “Hurry Home” contest honoring 
the Connecticut Mutual men in service. 
The Prouty agency at the close of Octo- 
ber showed a 61.5% gain for the year 
to date, which represents a gain in paid 
business in excess of $1,250,000. The 
agency holds third position among the 
agencies of the company for the year to 


ACCIDENT 


Bankers National Completes 
Kit of Policies in Its 
A. & H. Department 


R. P. Diffenbaugh, manager of the 
newly created accident and health de- 
partment of Bankers National Life, an- 
nounces that its kit of disability policies 
is now being placed in the hands of the 
agents. 

The policies appeal to the wide field 
of accident and health prospects, and 
there is coverage available for practic- 
ally everyone regardless of age, sex or 
occupation. 

All the policies contain the ‘“‘accidental 
bodily injuries” insuring clause rather 
than “accidental means” clause. 

The management believes that an 
inducement should be given to pay pre- 
miums on an annual basis. Hence all 
policies provide for an increase in disa- 
bility benefits to 105% of the amount 
otherwise payable for payment on an 
annual basis. 

A hospital policy, sold with or with- 
out surgical coverage, is available to in- 
dividual men, women, and children from 
age 5 through 59 years. 

The kit includes an accident monthly 
income policy and an accident and 
health monthly income policy that can 
be issued to employed men and women 
in Classes A through H, on either the 
occupational or non-occupational basis. 
A blanket medical reimbursement rider 
covering expenses incurred as the result 
of an accident as well as a rider furnish- 
ing a daily hospital benefit and surgical 
operation schedule for sickness can be 
added. 

For preferred employed risks, classes 
A through D*, there are three special 
policies—superior accident, superior ac- 
cident and health, and accident expense. 

The superior accident policy provides 
indemnity for total disability as long as 
policyholder is unable to work, even for 
life, with 215 partial for 26 weeks. It 
also provides blanket medical reimburse- 
ment, dismemberment benefits, double 
indemnity, scheduled air travel coverage 
and identification benefits. 

The superior accident and health pol- 
icy provides the same accident coverage 
as the superior accident policy. The 
health portion provides weekly income 
from the 15th day of disability for a 
maximum of 52 weeks—confinement not 
required. An optional rider is available 
providing daily hospitalization and a 
schedule of surgical operations for sick- 
ness at a slight additional premium. 

The accident expense policy has cov- 
erage gaited to the needs of housewives, 
children and other unemployed persons. 
It provides medical reimbursement of all 
expenses, whether confined to a hospital 
or not, up to a minimum of $500 or a 
maximum of $2,000, with dismember- 
ment benefits to $5,000, special accident 
optional indemnities to $162, scheduled 
air travel coverage and _ identification 
benefits. For individuals in very haz- 
ardous occupations, who could not qual- 
ify for this coverage, a non-occupational 
rider can be attached which provides 











that the individual will have full cover- 
age at all times except while he is em- 
ployed. 


N. Y. Blue Cross Unit Opens 
Simplified Individual 
Enrollment Campaign 


Associated Hospital Service of New 
York is temporarily lifting restrictions 
on enrollment of individuals so as to in- 
sure those who cannot join the organi- 
zation in groups. The new provisions, 
which include a waiver of medical ex- 
amination and questionnaire for appli- 
cants and. their families, are embodied in 
a simplified application form which will 
be available to persons in good health 
not over 60 years of age during the 
period of Nov. 13 to Dec. 15. 

Individuals who are self- employed, un- 
employed, or employed in small firms 
with less than five employes formerly 
were required to fill out a detailed ques- 
tionnaire concerning past illnesses and, 
in some cases, to pass a medical exami- 
nation. 

Those who enroll through the special 
application form may transfer to group 
membership if they should obtain em- 
ployment in an _ organization where 
group enrollment is in effect. In group 
enrollment there is a lower rate, a more 
convenient method of payment, through 
payroll deduction, and provisions for 
family coverage with maternity care. 

A. H. S. now comprises nearly 1,700,- 
000 subscribers, an increase of 277,574 
for the first nine months of this year. 

Since New York’s Blue Cross plan 
was established in 1935, more than 750,- 
000 hospital bills totaling approximately 
$50 million have been paid to hospitals 
for the care of its members. 








Miss Margaret E. De Graw has be- 
come associated with the accident and 
health department of Bankers National 
Life after having had a number of years 
experience in claim work -with Aetna 
Casualty in several of its field offices. 





Discuss Security Programs 


The Nov. 8 luncheon meeting of the 
Accident & Health Managers Club of 
San Francisco was devoted to a discus- 
sion on “Security Programs, Public and 
Private” by R. Marvin Greathouse, gen- 
eral agent of Connecticut General Life 
and president of the club. Mr. Great- 
house also discussed points made by a 
representative of the California labor 
school at the last meeting on what labor 
wants in the way of medical and hospi- 
talization services. 


Texas Congress Dates and 


‘Speakers Are Announced 


The executive committee of the Texas 
Association of Life Underwriters met 
with President Robert Lyles in Austin 
to make plans for the Tri-Cities Sales 
Congress. The dates set are: Feb. 15, 
Dallas; Feb. 16, San Antonio, and Feb. 
17, Houston. 

Speakers announced include President 
Claris Adams of Ohio State Life; Judd 
C. Benson, Union Central, Cincinnati, 
national trustee; Newell C. Day, Equit- 
able Life of Iowa, Davenport; Herbert 
Hill, Life of Virginia, Richmond; B. N. 
Woodson, vice-president Commonwealth 
Life, and a representative of the Texas 
Leaders Round Table. 

Plans for the state convention were 
discussed and the program will be an- 
nounced later. Legislative proposals 
submitted by members of the associa- 
tion, which were presented to the com- 
mittee, were taken under advisement and 
will be considered later in connection 
with the desires of cooperating groups. 


Chicago C.L.U. Party Nov. 30 


The Chicago C.L.U. Chapter will hold 
its annual fall party Nov. 30 in the bun- 
galow on the roof of the Hotel Sher- 
man. Paul M. Williams, Aetna Life, is 
arrangements chairman. 
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Commissioners’ Law Dratt Finished 
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: be successful if tried, in view of the ap- 

| parent determination of the stock fire 
people to fight for the Bailey-Walter bill 
as is. The alternative would be intro- 
duction of a new bill and it is question- 
able whether there is sufficient time left 
in the present Congressional session to 
do this. with any hope of success. 


Four Points Embodied 


The St. Louis declaration of the com- 
missioners recommended four basic 
points of legislation: an affirmative 
declaration by Congress that regulation 
of insurance should be left in the states; 
amendment of the Federal Trade Com- 
mission act to exclude insurance specifi- 
cally; similar exclusion of insurance 
from the Robinson-Patman act and 
amendment of the Sherman and Clayton 
acts to authorize reasonable coopetative 
acts of the insurance business necessary 
and incidental to the establishment of 
statistical rate bases, rates, coverages 
and related matters. The draft approved 
at Chicago follows these four points 
closely. 

There was no argument or difficulty 
on the second and third points, the draft 
disposing of both of them in one sen- 
tence with the simple statement that 
nothing in either act “shall apply to the 
business of insurance or to acts in the 
conduct of such business.” The explan- 
atory memorandum states that it is 
highly doubtful whether the Robinson- 


would be construed to apply to insurance. 

There was more difficulty on the first 
point, mostly on how to arrive at the 
proper conclusion in clear and not too 
elongated language, and almost unlim- 
ited difficulty over the fourth. Draft 
after draft was submitted and discussed, 
varying in length from four to 13 specific 
items. At least three quarters of the 
committee’s time was spent on this point. 


Anti-Trust Amendment 


As finally worked out, the anti-trust 
amendment has three parts: 

1. A moratorium on the Sherman and 

Clayton acts until July 1, 1948 (but not 
as to “boycott, coercion or intimida- 
tion”). 
2. A statement that after the mora- 
_  torium period the anti-trust laws shall 
_ not apply to seven specific categories of 
concerted insurance action. 

3. An affirmative statement that “any 
act of boycott, coercion or intimida- 








GENERAL AMERICAN LIFE 
INSURANCE COMPANY 
WALTER W. HEAD, Pres. St. Louis, Me, 


Patman act, even without amendment,’ 


tion” (at any time) shall still fall under 
the Sherman and Clayton acts. 

Even in intent, this draft is still not 
complete, as the committee felt it did not 
have enough data to work out a proposal 
for relief under the Clayton act prohibi- 
tions of acquisition of stock in other 
companies and interlocking directorates. 
Some drafts on these points were con- 
sidered, but the committee finally de- 
cided the wiser policy was to postpone 
this matter and try to work out during 
the requested moratorium. The memo- 
randum points out that insurance com- 
panies frequently acquire the stock of 
other carriers to rehabilitate a weaker 
company and to provide multiple line 
coverage in fleet operations. 

The draft also affirms that there is no 
intent to take insurance from under the 
National Labor Relations act or the 
Fair Labor Standards act—undoubtedly 
a move to forestall any opposition to the 
bill from organized labor. 

Just how specific the anti-trust section 
should be was the most debated matter 
at the whole session. On one side, the 
committee at one time had a draft be- 
fore it with 13 practices ‘specifically au- 
thorized; and on the other Commissioner 
J. M. McCormack of Tennessee and a 
number of participants urged a simple 
statement authorizing reasonable cooper- 
ative procedures, as long as they did not 
amount to coercion or boycott. After 
being changed far more frequently than 
any other section, this part of the draft 
authorizes, after July 1, 1948, seven prac- 
tices, viz.: 

1. Agreements or cooperative actions 
regarding rates, form, underwriting rules 
and plans if approved by the state in 
question or if filed subject to disapproval 
by the state official under the state law. 

2. Use of such rates, forms, rules or 
plans. 


3. Cooperative or joint service, ad- 
justment, investigation, or inspection 
agreements. 

_ 4. Insurance, reinsurance or appor- 
tionment agreements among carriers. 

5. Cooperative or concerted actions 
on agents and brokers commissions. 

6. Collection and use of statistics and 
policy forms. 

7. Cooperative making of rules, rates 
or plans, if the insurers are not bound 
by the agreement to use them. 

This last provision would authorize 
advisory rating bureaus in states not 
having rate laws or on lines not covered 
by the rate law of any state. Observers 
pointed out that such services had gen- 
erally been held legal under state anti- 
compact laws. There was extended de- 
bate over this point, some advocating 
authorization of agreements to follow 
these rules or rates, while others felt 
the best procedure was to omit all men- 
tion of them. The majority opinion was 
that it would be too much to expect au- 
thorization of binding rate agreements 
where there is no provision for state 
supervision of them. 

In this connection, the opinion of 
many that there will be a flood of rate 
laws in the legislatures in 1945 found 
unanimous support among all the com- 
missioners present. 

There was little opposition to the re- 
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quest for a moratorium, all feeling that, 
if granted, it will go a long way toward 
preventing hasty state action and a feel- 
ing of uncertainty in the business. Some 
commissioners suggested asking until 
1950, but Superintendent R. E. Dineen of 
New York took the position that no ad- 
ministration should be asked or expected 
to commit itself beyond its term of 
office, Scheufler of Missouri pointed out 
that each legislature will have met at 
least twice by then and hence that the 
time should be ample. 

In addition to Johnson, Harrington, 
Scheufler, McCormack and Dineen, the 
following commissioners were present: 
Allyn, Connecticut; Carroll, Rhode Is- 
land; Thompson, Oregon; Neel, Penn- 
sylvania; Lockhart, Texas; Fraizer, Ne- 
braska; Graves, Arkansas; Larson, 
Florida, and Parkinson, Illinois. Mr. 
Parkinson acted as host and he and A. 
G. Smith, special Illinois deputy, did a 
yeoman job providing stenographic and 
other service for the meeting. 

All the major insurance associations 
were represented, and a large number of 
interested observers attended one or 
more sessions. Among prominent insur- 
ance figures present were George 
Avery White, president State Mutual 
Life, Worcester, Mass., representing the 
Life Insurance Association of America; 
R. L. Hogg, Chicago, counsel, and R. H. 
Kastner, associate counsel, American 
Life Convention; A. J. McAndless, Fort 
Wayne, president Lincoln National Life; 
Claris Adams, Columbus, president Ohio 
State Life. 

The life people were very cooperative 
and, to all appearances, will sincerely 
support the measure, despite their un- 
willingness to be drawn into contro- 
versy. They feel that there is nothing 
in the anti-trust laws which impairs 
their methods of doing business and it 
was often evident that they could not 
understand why the fire and casualty 
people regarded certain practices as most 
important. At the same time, they de- 
cidedly do not wish federal supervision. 

The Chicago meeting was for the spe- 
cific purpose of drafting legislation in 
accordance with the St. Louis declara- 
tion. It was not a policy-making meeting 
and hence there was no formal discus- 
sion of proposals such as the Bailey- 
Walter bill, amendment to the federal 
constitution, etc. In informal discus- 
sions, there was a strong current of 
feeling that the Bailey-Walter bill is not 
oniy an unwise proposal, but also that, 
even if it should pass and be sustained, 
it would not accomplish its purpose of 
preserving state supervision. Two fears 
were freely expressed—that the Bailey- 
Walter bill might pass and be vetoed, 
the veto be sustained, and the whole in- 
surance program be set back almost irre- 
parably. The other fear was that many 
members of Congress who have been 
very outspoken in their support of state 
supervision would react against the 
whole business on learning that the 
Bailey-Walter bill does not guarantee 
this. It was also pointed out that the 
present Congress is a rebellious one, but 
the next may not be and might quickly 
repeal the Bailey-Walter bill should any 
complaints arise. - 

On the other hand, most of the com- 
missioners, Republican and Democrat, 
felt that their proposals are entirely in 
line with the breathing spell promised by 
Mr. Biddle and believe there can be no 
consistent opposition to them from the 
administration. 

While all the commissioners present 
took an active part in the deliberations, 
Dineen of New York was the spearhead 
of the group. Much of the language in 
the draft and in the statements appears 
to be either his or Mr. Cullen’s. 





G I Loans for National 


MONTPELIER — National Life of 
Vermont will make home loans under 
the “G I Bill of Rights.” President E. S. 
Brigham notified loan correspondents 
that the finance committee approved this 
after a conference with representatives 
of the Veterans Administration in Wash- 
ington. A division on farm and business 
loans under this bill will be made as 
soon as regulations are issued. 


First Round Arguments 
in Arizona-California 
“Interstate” Case Heard 


_ LOS ANGELES—After hearing pre- 
liminary arguments in the suit of the 
First National Benefit Society of Phoe- 
nix, Ariz., against Commissioner Garri- 
son for an injunction to restrain the 
commissioner from interfering with its 
business in California and asking for 
$1,200,000 damages, Federal Judge 
O’Connor took the case under submis- 
sion and set the time for filing briefs on 
both sides. . 

The suit was brought on the ground 
that the society was doing an interstate 
business and the commissioner had no 
legal right to interfere with it. Com- 
missioner Garrison filed a motion to dis- 
miss, on the ground the court was with- 
out jurisdiction. 

Deputy Attorney General Westphal 
appeared for the commissioner and 
Earl Blodgett for the complainant. Both 
cited specific sections of the opin- 
ions in the S. E. U. A. case and Mr. 
Blodgett called attention to the Idaho - 
case, where a federal court held the resi- 
dent agent law of the state unconstitu- 
tional. 

Mr. Westphal suggested, in view of 
the prominence the case is likely to a- 
tract, that it might be desirable to have 
it tried by a court of three judges. 





Set Forth Considerations 
Behind Proposed Bill - 
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power. The United States Supreme Court, 
in interpreting the commerce clause of 
the Constitution, has held many times 
that no state can insist that an indi- 
vidual or other person obtain a license as 
a condition precedent to the transaction 
of interstate business. Dahnke-Walker 
Co. v. Bondurant, 257 U.S. 282 (1921); 
Crutcher v. Kentucky, 141 U.S. 47, 57 
(1891); Western Union Telegraph Co. v. 
Kansas, 216, U.S. 1, 27 (1910); Sioux Rem- 
edy Co. v. Cane, 235 U.S. 197 (1914); 
Adams Express Co. v. New York, 232 U.S. 
14 (1914); Bingeman v. Golden Eagle 
Western Lines, Inc., 297 U.S. 626 (1936). 

Prior to the decision in the Southeast- 
ern Underwriters Association case and 
when insurance was held not to be com- 
merce, the cases cited immediately above 
were inapplicable to the insurance busi- 
ness. If the rationale of these decisions 
is applied to the insurance business, 
effective regulation of that business by 
the states will be markedly impaired. 

It is to be hoped at least, that a dec- 
laration of Congressional policy and will, 
combined with the fact that the licensing 
system has been in use in the field of 
insurance regulation since its inception 
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several decades ago, will result in a 
determination by the United States Su- 
preme Court, if the subject is ever re- 
viewed, that the rule followed in the 
eases cited in the next preceding para- 
graph will not be applied to the insur- 
ance business and that licensing is con- 
tinued. We do not believe that it is 
undue optimism to expect the Supreme 
Court to sustain state licensing under 
such a Congressional enactment, should 
such an enactment be challenged; indeed, 
such a holding may be foreshadowed by 
the following statement of the court in 
the Southeastern Underwriters ~ Associa- 
tion case: 

“And the fact that particular phases of 
an interstate business or activity have 
long been regulated or taxed by states 
has been recognized as a strong reason 
why, in the continued absence of con- 
flicting Congressional action, the state 
regulatory and tax laws should be de- 
clared valid.” 

Section 3, 

It seems quite obvious that if the regu- 
lation of the insurance business is to 
continue in the several states, that any 
possible application of the federal trade 
commission act to that business should 
be excluded; this, if for no other reason 
than that the states can satisfactorily 
perform the functions which the com- 
mission might be called upon or elect to 
exercise. As well pointed out in the 
report of the sub-committee on federal 
legislation to the executive committee of 
the National Association of Insurance 
Commissioners: 


Improper Practices 


“The several states are empowered to 
deal with improper practices. To permit 
the Federal Trade Commission to exer- 
cise the same power would mean either 
duplication or overlapping of the same 
functions. Furthermore, in view of the 
present trend to expand the area of what 
constitutes interstate commerce, the Fed- 
eral Trade Commission might well pre- 
empt this field to the exclusion of the 
states. The public interest requires that 
wherever possible the functions of gov- 
ernment be exercised by that unit of 
government closest to the people. In this 
instance it is manifest that the insurance 
departments of the various states are 
far closer to the problem and better able 
to serve than a detached central bureau.” 

Likewise, the Robinson-Patman act 
makes no express reference to the’ busi- 
ness of insurance. It is apparent from 
an examination of the debate in Congress 
preceding the enactment of this act, that 
Congress did not intend it to apply to 
the insurance business, and it may well 
be that the language of the section is 
sufficient to indicate that intent. How- 
ever, in order to remove any doubt on 
this score, and because the act contains 
a provision prohibiting the payment of 
commissions to brokers, a standard prac- 
tice in the insurance business, it should 
not apply to that business. 

Section 4, subsection (a). 

The Department of Justice had never 
instituted proceedings against any insur- 
ance company under the anti-trust laws 
prior to the time it initiated criminal 
proceedings against the Southeastern Un- 
derwriters Association in the federal dis- 
trict court of Georgia in 1942. The 
insurance business had been conducted 
throughout the nation upon the belief 
that it was not subject to the anti-trust 
laws. This belief was premised by the 
industry and state insurance departments 
alike upon the decisions of the United 
States Supreme Court beginning with 
Paul v. Virginia 8 Wall 168, (1869). 


Picture Is Changed 


The decision of the Supreme Court in 
the Southeastern Underwriters Associa- 
tion case completely changed the picture. 
That decision, in making the anti-trust 
laws applicable to the insurance busi- 
ness, produced. serious dislocations. It 
became immediately apparent that relief 
was essential within the shortest possible 
period of time. The Attorney General of 
the United States recognized that fact 
when he stated to the sub-committee of 


the committee on the judiciary of the 
Senate on June 23, 1944, that he would 
afford the insurance industry a breath- 
ing spell, so to speak, in order to effect 
an adjustment of the situation. This 
attitude of the Attorney General, though 
helpful, actually affords no relief of the 
character necessary. While this indi- 
eates an inclination on the part of the 
Attorney General to postpone criminal 
proceedings, in the light of the problems 
involved, he has no control whatever 
with reference to civil actions,authorized 
by the anti-trust laws. It is, therefore, 
necessary that temporary relief be af- 
forded and such relief is intended by this 
subsection, which suspends for a limited 
period of time the application of the 
Sherman and Clayton acts to the business 
of insurance. 

It will be noted that this suspension 
extends to July 1, 1948. This date has 
not been arbitrarily selected. It contem- 
plates the prevention of hasty and ill- 
advised legislative action by the states. 
It is, perhaps, well to point out at this 
juncture that this subsection does not 
render inoperative in entirety the provi- 
sions of the Sherman act. This will be 
discussed further with relation to Sub- 
section (c) of this Section. 

Subsection (b). 

The Southeastern Underwriters Asso- 
ciation decision holds in substance that 
insurance is commerce, and therefore, 
subject to the anti-trust laws. Under 
those laws it has been squarely held that 
price fixing agreements are illegal per se. 
United State against Socony-Vacuum Oil 
Co., 310 U. S. 150 (1940). In a number 
of states insurance rates in the fire, cas- 
ualty and surety fields, although fixed 
by agreements between insurance com- 
panies, are subject to approval or dis- 
approval by state insurance supervisors. 
In short, the use of the prices fixed by 
these combinations is subject to legal 
restraint. 


Based on Parker vs. Brown 


This subsection, which would take ef- 
fect July 1, 1948 is intended, among other 
things, to remove any doubt as to the 
validity of state regulation of insurance 
rates, and is based in a general way, 
upon the decision of the United States 
Supreme Court in the case of Parker v. 
Brown supra. 

This subsection likewise is intended to 
put without the scope of the Sherman 
act certain cooperative efforts among and 
between insurers which are regarded as 
in the public interest. For instance, co- 
operative service, adjustment and inspec- 
tion agreoments reduce costs. Likewise, 
the collection of statistical data is essen- 
tial for rate-making purposes, and prob- 
ably is legal under the line of cases 
holding that trade associations may com- 
bine for the purpose of collecting such 
data. Maple Flooring Association v. 
United States, 268 U.S. 563 (1925). This 
also applies to so-called advisory rates, 
which are based upon cooperative efforts 
in the collection of statistics, but which 
are not mandatory as to use. That situ- 
ation would apply not to rate regulated 
states, but to those in which so-called 
open competition prevails. 

Briefly, this subsection recognizes that 
if insurers are to be permitted to com- 
bine not only for rate making purposes, 
but to enforce as well by agreement the 
use of the rates so made, their activity 
shall be subject to legal review by state 
authority. It also gives consideration to 
the principle of states’ rights by giving 
cognizance to the prerogative of any 
state to choose between rate regulation 
and so-called open competition. How- 
ever, in the latter event the competition 
must in fact be open. No twilight zone 
is permitted, and where any group of in- 
surers seek to act in concert to enforce 
so-called advisory rates, the anti-trust 
laws will not be inapplicable. 


Period of Suspension 


As previously mentioned, this subsec- 
tion would take effect July 1, 1948. It is 
quite within the realm of possibility that 
other legitimate practices in the busi- 
ness, which are not specified should have 
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express recognition. The period of sus- 
pension provided for in subsection (a) of 
this section allows time within which to 
implement this subsection in this regard 
if Power — 

ubsection (c). 

This subsection, which has had pre- 
vious reference, is to take effect imme- 
diately, and perhaps needs no detailed 
comment. It does not preclude the ap- 
plication of the Sherman act to acts of 
boycott, coercion and intimidation. In 
this regard it is to be noted that this 
subsection qualifies the suspension of the 
Sherman act included in subsection (a). 

Section 5. 

Labor has toiled for its legislative 
gains and it is essential that no federal 
act should be passed which would con- 
stitute either by incident or otherwise 
a backward step in that direction. Con- 
sequently this section has been included 
in the proposed legislation in order to 
assure labor that the proposals, if en- 
acted into law, will not abrogate, weaken 
or qualify the application of either the 
national labor relations act or the fair 
labor standards act to the insurance 
business. ‘ 

Section 6. . 
This section defines the term “state 
as used in the proposed act. It includes 
in addition to the several states, Alaska, 
Hawaii, Puerto Rico and the District of 
Ce. 

ection 7. 

This section is a separability clause. 
It is designed to assure that if any por- 
tion of the proposed legislation is held to 
be unconstitutional or is rejected by the 
courts as invalid for any reason, the val- 
idity of the remainder of the legislation 
shall not be adversely affected by such 
holding. 


Conclusion 


It will be noted that in the draft of 
the proposed text of legislation no pro- 
vision has been made with reference to 
stock acquisition and interlocking direc- 
torates (15 U.S.C.A., 18, 19.) This is not 
because these matters have been over- 
looked. Many state insurance laws 
already provide detailed regulations with 
reference to the ownership of stock by 
insurance companies, including the stock 
of other insurance companies. Further- 
more, it is not uncommon for insurance 
companies to combine in so-called ‘“‘fleet” 
operations. Conceivably the acquisition 
of an insurance company by another in- 
surance company might diminish com- 
petition. 

It must also be borne in mind that 
insurers may become weakened finan- 
cially making it desirable, at least, for 
a stronger insurer to acquire the stock 
of the troubled company. The effect of 
this might in some cases diminish com- 
petition, but the overall result should be 
beneficial. 

Furthermore, many states require in- 
surers to confine their operations to spe- 
cific kinds or types of insurance. These 
statutory restrictions have been the 
major incentive for the formation of 
“fleets.” It would be unfortunate if the 
immediate application of federal laws 
would make some or all “fleet” opera- 
tions illegal. The commissioners recog- 
nize that in this phase of the matter, as 
in others, a breathing spell must. be 
provided, but the subject requires further 
study and for that reason the commis- 
sioners are not in a position at this time 
to furnish drafts of remedial legislation 
—— to meet this particular situa- 
tion. 

Lastly, preparation of the proposed 
text of legislation, which was unani- 
mously adopted by the executive com- 
mittee of the National Association of 
Insurance Commissioners, as proposed by 
the sub-committee on federal legislation, 
involved serious and considerable study: 
and consideration. The sub-committee 
held meetings and hearings at several 
points in the nation and examined and 
appraised a large volume of material. 
This required a review of many deci- 
sions, including those of the United 
States Supreme Court touching upon the 
constitutional aspects of the problem, 
pertinent legal and other articles and 
treatises, and briefs and memoranda sub- 
mitted on behalf of major segments of 
the business, individual insurers and 
other interested persons, 


Atlantic Life Service Awards 


Atlantic Life presented service awards 
to 18 agents whose service ranged from 
five to 35 years. Horace F. Sharp, Vir- 
ginia manager, and George T. King, Jr., 
also of the Virginia agency, with 35 
years of service to their credit received 
$100 war bonds, 

Service awards also were presented to 
15 home office employes. 
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FRATERNALS 


Hines Named President of 
A. O. U. W. Congress 


Kenneth E. Hines, grand master of 
A.O.U.W. in West Virginia, was elected 
president of the A.O.U.W. Congress at 
a meeting in St. Louis. Mr. Hines was 
vice-president and presided in. the ab- 
sence of C. M. Ryan of the state of 
Washington, the president. 

J. C. Heineman, Minnesota, was 
elected vice-president; J. F. Fogarty, 
state of Washington, reelected secre. 
tary-treasurer; J. J. Mulready, North 
Dakota, chairman law committee; M. J, 
Boyd, North Dakota, chairman of 
finance committee. 

This congress is an organization of the 
various jurisdictions of the A.O.U.W, 
societies, 


Pennsylvania Congress Has 
Elaborate Program 


The Pennsylvania Fraternal Congress 
held its annual convention in Philadel- 
phia Tuesday and Wednesday with 
Nicholas Bubernak, Russian Brother. 
hood, congress president, in the chair, 
Commissioner Neel of Pennsylvania 
spoke on “The Future of Fraternalism”; 
Farrar Newberry, president National 
Fraternal Congress, on “Fraternity in 
Action”; R. L. Johnson, president Tem- 
ple University, Philadelphia, on “The 
Educational Problems Facing the Coun- 
try in the Post War Period”; A. H, 
Williams, president Federal Reserve 
Bank, Philadelphia, on “The Effect of 
War Finance on Peace Time Condi- 
tions”; H. W. Teamer, secretary-man- 
ager Pennsylvania Insurance Federaa- 
tion, on “The Great Uncertainty,” and 
President S. H. Hadley of Protected 
Home Circle on “Reminiscences of the 
Pennsylvania Fraternal Congress.” 

Other speakers were: R. L. Kester, 
Maccabees, president Ohio Congress on 
“Field Work as It Is Today”; Walter 
Basye, editor “Fraternal Age”; A. 0. 
Benz, president Aid Association for Lu- 
therans, “The Importance of Life In- 
surance in the Post War Period”; J. A. 
Knier, consultant Lionel D. Edie & Co.,, 
Philadelphia, on “Investment Philoso- 
phy.” At the banquet, the Rev. Imre 
Kovacs, pastor Hungarian Reformed 
church, Phoenixville, Pa., spoke on “The 
Challenge of Being an American.” 


New Jersey Congress Names 
Grogan of W.O.W. President 


W. H. Grogan of W.O.W._ was 
elected president of the New Jersey 
Fraternal Congress at the annual meet- 
ing in Elizabeth. He succeeds Lester 
Torok of Modern Woodmen, and has 
been first vice-president. The other 
new officers are: First vice-president, 
E. R. Deming, president Unity Life & 
Accident; second vice-president, A. J. 
Lecoque, Independent Order of Forest- 


ers; secretary-treasurer, G. W. Bau- 
mann, Maccabees. 
The executive committee includes 


Mr. Torok, Paul St. Miklossy, Hun- 
garian Reformed Federation; Helen 

Wold, Royal Neighbors; L. V. Wood, 
Teachers Protective; J. H. Schmitt, Aid 
Association for Lutherans; Mrs. Flor- 
ence Webb, Woman’s Benefit, and Jo- 
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seph Pawloski, president Sons of Po- 

nd. F 
<) H. Bittel, chief assistant actuary 
New Jersev department, gave an ad- 
dress. Walter Basye, editor “Fraternal 
Age,” spoke on “Position of Fraternal 
Societies in Post-War America;” J. J. 
Rossbottom, supreme vice-chief ranger 
of I.O.F., on “Fraternalism—Fraternal- 
ists;’ W. E. Rider, past president Ben 
Hur Life, on state supervision. L. 
Longbotham, first president of the con- 
gress, gave a talk. 


N.F.C. Leaders Meet Dec. 3 


Officers and executive committee of 
the National Fraternal Congress will 
meet Dec. 3 at the Commodore in New 
York and then will attend the commis- 
sioners gathering. 


Minnesota Congress Dec. 16 

The annual meeting of the Minnesota 
Fraternal Congress will be held at the 
Lowry hotel, St. Paul, Dec. 16. Mrs. 
Edna Dugan, Degree of Honor, is presi- 
dent. : 








Degree of Honor Convention 

Degree of Honor will hold its na- 
tional convention in St. Paul, June 19- 
22, 1945. 


Benz Speaks in Fond Du Lac 


FOND DU LAC, WIS.—About 60 
agents of the Aid Association for Luth- 
erans held a two-day session here. Ar- 
rangements were in charge of Peter 
Felds, district agent. Alex O. Benz, 
Appleton, president of the Aid Associa- 
tion, spoke. 








Farrar Newberry, W.O.W., Omaha, 
president National Fraternal Congress, 
conferred with F. F. Farrell, manager 
of the executive office in Chicago, en- 
route east to address several state con- 
gress sessions, and will stop over again 


- at Chicago Nov. 20 on his return trip. 





National Fraternal Congress has ap- 
proved the membership application of 
National Union Security, Denver. 

The Fraternal Field Managers Associa- 
tion has awarded the F. I. C. designation 
to H. D. Foster, Lutheran Brotherhood, 
and A. B. Cass, Jr., Maccabees. There 
are now 237 fraternal field men who 
have the designation. 


IN U. S. WAR SERVICE 


Lt. John O. Gaultney, who was with 
New York Life in Little Rock, before 
entering the army, has been wounded in 
action in Italy and has been awarded the 
Bronze Star and the Purple Heart. 

A former home office employe of John 
Hancock Mutual has been awarded the 
air medal for “meritorious achievement.” 
Second Lt. Charles C. Wicker of Arling- 
ton, Mass., pilot of a B-17 flying for- 
tress, received his decoration for par- 
ticipating in eighth air force bombing 
attacks on vital German industrial tar- 
gets, and on Nazi airfields, _ supply 
dumps and gun emplacements in sup; 
port of advances by allied ground forces. 

Robert C. Eckenrode, former general 
agent of Bankers Life of Nebraska at 
Williamsport, Pa., who has been in this 
marine corps for two years, was honor- 
ably discharged at Camp LeJeune, N. C., 
and has returned to civilian life. He will 
resume his duties as general agent after 
a short vacation. During his service in 
the marine corps his agency was ably 
managed by his wife, Katherine. 

_ Lieut. Lowell E. Krebs has gone on 
inactive duty with the navy and has re- 
turned to the Frank Carlucci agency 
of Connecticut Mutual Life, Scranton, 

a., as supervisor at Williamsport. 

Capt. Sidney Salomon, Jr., former as- 
sociate manager of Equitable Society in 
t. Louis, has been promoted to major. 
He is on duty in New York as special 
Service officer, after service in the Euro- 
pean and Asiatic war theaters. He is a 
one of the Million Dollar Round 

able, 
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gressional intervention—whether it oc- 
cur in two years, five years, or ten years. 
That is why I say that state supervision 
is, and since June 5, 1944, has been at the 
crossroads. To be assured of a safe 


V. journey upon the high road to success, 


it must correct every weakness which 
may develop in its structure with 
alacrity. 

“T am a firm believer in state insur- 
ance supervision. As I read the long 
record of progress in the insurance busi- 
ness under this system, I have confi- 
dence that it will meet the test. To do 
so, state supervisors and legislators will 
require the full cooperation of the en- 
tire industry. The polestar of state su- 
pervision must also be the public inter- 
est. Just as long as it is followed faith- 
fully—and no longer—will Congress find 
other more pressing matters to occupy 
its attention.” 


Taylor Is New President 


A. F. Taylor, Inter-Ocean Casualty, 
Toledo, was elected president of the 
Ohio association. Vice-presidents are P. 
C. Rowland, Globe Casualty, Canton; 
Max Abrams, Occidental Life, Cincin- 
nati, and Walter J. Sullivan, Monarch 
Life, Cleveland. E. W. Welton, Business 
Men’s Assurance, Columbus, retiring 
president, becomes chairman of the ex- 
ecutive committee. Other members are: 
Ben O. Stoner, Connecticut General 
Life, Cincinnati; Charles U. Pugh, 
Loyal Protective Life, Columbus; W. 
R. Dignan, W. E. Lord Co., Cincinnati; 
Homer Bisch, National Casualty, To- 
ledo, past national president, and H. H. 
Nunamaker, Columbian National Life, 
Cleveland. Homer Trantham, Columbus, 
is executive secretary-treasurer. 

The theme of the meeting was “Acci- 
dent and Health Insurance—a Free, 
Private Enterprise—Today, Tomorrow 
and Always.” 


Sees Great Advances 


In opening the meeting, Mr. Welton 
pleaded for increased membership in the 
national, state and local accident and 
health associations. He said that the 
state association’s objective of an in- 
crease of 25% in the membership which 
was set last year has been reached. 

A few years ago the accident and 
health companies began liberalizing ben- 
efits, full coverage, lifetime benefits, etc., 
he said. Surely this was the last word 
in accident and health selling, it was 
thought, but then came medical reim- 
bursement and hospitalization. “Some 
of us may now think there is nothing 
else to come, but new uses for accident 
and health insurance, new sales meth- 
ods, new selling tools will be discovered 
as rapidly in the next few years as in 
the past years.” Mr. Welton predicted 
even greater advances in the accident 
and health business in the coming years. 

C. A. Sholl, Globe Casualty, Colum- 
bus, president National Association of 
Accident & Health Underwriters, ex- 
pressed the hope that in his adminis- 
tration he could increase the individual 
membership and the local association 
membership in the National by 50% 
each. He plans to organize every state 
that has three or more local associa- 
tions. He said he had recommended 
the preparation of a code of ethics to 
eliminate the switching of business and 
agents. Mr. Sholl also said that the 
National association intends to cooper- 
ate with other organizations in safety 
and health activities. 


Green on Public Relations 


C. Norman Green, Hoosier Casualty, 
chairman public relations committee of 
the National association, complimented 
companies and agents on having aban- 
doned cut-throat competition and having 
joined hands for the common good of 
the business. He pointed out that public 
relations is not just advertising, not just 
management, not just selling, not just 
glorified publicity, but that the essence 
of public relations lies in good morals 


and good manners. He said the real 
answer to the public relations problem 
lies with each agent and his attitude 
toward the business and the public he 
serves. 

Charles U. Pugh, president of the 
Columbus association presided at the 
luncheon, when Herbert N. Lape, Sr., 
president of the Columbus Chamber 
of Commerce and an officer of the U.S. 
chamber, spoke on national and inter- 
national business affairs. He said busi- 
ness in the United States in recent 
years has been harassed and is now 
groggy and disgusted, but declared that 
the outlook is not altogether hopeless. 
The issue today, he said, is whether man 
belongs to the state or the state is 
servant of man. 


Selling Accident-Health to Women 


Harold F. Swisher, Mutual Benefit 
Health & Accident, vice-president of the 
Columbus association, presided at the 
sale congress. Miss Margaret E. Olson, 
North American Life & Casualty, Min- 
neapolis, chairman of the women’s divi- 
sion of the National association, told 
how she sells accident and health in- 
surance to women. Miss Olson said she 
gains leads by using the telephone, di- 
rect mail, cold canvass (five new per- 
sons each day, never quit, without two 
sales), and obtaining names from satis- 
fied customers. Women are now work- 
ing in every field, she said, but the 
woman agent must always remember 
that she is a business and professional 
woman when she makes her calls. She 
explains provisions of a contract she 
sells and told how she adjusts it to the 
individual needs of the prospect. 


Agent Is “Insurance Doctor” 


C. F. Harroll, manager of Inter-Ocean 
Casualty, Dayton, O., speaking on 
“Presentation and Close,” told how a 
physician examines his patient and ad- 
vocated a similar professional approach 
in insurance sales. “You can be an in- 
surance doctor or an insurance clinic,” 
he said. He described how he uses the 
application itself, which he described as 
“our stethoscope, our measuring tape 
and x-ray,” to give pertinent sugges- 
tions as to the welfare of the patient 
and to bring out defects in his insurance 
program, including life insurance. 

“If you write life insurance, you will 
be surprised how often you will discover 
that more life insurance can be written,” 
he said. 


Stoner, Carlin, Jaqua Speak 


Ben O. Stoner, Cincinnati, talked on 
prospecting. Oscar E. Carlin, a million 
dollar producer with John Hancock Mu- 
tual Life in Columbus, explained his 
work habits, and A. R. Jaqua, associate 
editor of the Diamond Life Bulletins, 
reviewed the session, discussing “What 
Have You Learned Today?” 


Chicago C.L.U. Chapter 
Has Economic Conference 





(CONTINUED FROM PAGE 2) 


affecting the government’s future credit 
standing. The adequacy of taxation for 
the purpose of paying of interest is im- 
perature. The weight of this interest 
charge in depression times will be most 
oppressive and this is a compelling ar- 
gument for reduction of the debt, which, 
Prof. Leland said, has increased $167 
billion due to financing the war. By the 
end of the war the interest charge an- 
nually may be $6 billion. 

It seems likely interest rates on gov- 
ernment securities will continue rela- 
tively low. The continuance of low 
money is important to taxpayers and 
consumers. It favors those who need 
and want capital for future production 
or improvements, but is hard on those 
who live on interest from U. S. securi- 
ties. This will continue the problem 
that faces life companies of retaining 
government bond holdings and earning 
their interest assumption in the policies. 
Competition for capital, however, may 
increase rates charged all borrowers, and 
then the price of outstanding govern- 
ment obligations on the open market 
would fall, creating a valuation problem 
for financial institutions. 


May Be Some Selling 


_ Wartime shifts in insurance company 
investments seem to indicate, Prof. Le- 
land said, that these companies cannot 
be expected to hold governments to ma- 
turity in post-war years irrespective of 
trends in security markets. They may 
in the post-war period sell substantial 
amounts of governments before maturity 
in order to secure higher returns on in- 
vestments. The problem, he explained, 
is one of trying to curb post-war infla- 
tionary forces. If indiciduals sell or re- 
deem their bonds in order to buy goods, 
the force of their purchasing power may 
increase prices, especially if the demand 
hits the market before supply of goods 
is adequate. 

From a broad social viewpoint it is 
desirable that bonds be held by present 
holders, particularly non-bank owners, 
until maturity. The more held, the 
greater will be the pressure against in- 
flation. The life companies, he said, have 
a vital stake in this race. Price increases 
and decline in value of money adversely 
affect policyholders. Inflation tends to 
destroy the value of policies and an- 
nuities, destroys confidence in insurance 
as an institution, and leads to heavy 
sales resistance. The insurance business 
is founded on stability of the price level 
and the purchasing power of money. 

Prof. Leland concluded that the debt 
management should be handled so that 
financing the government does not be- 
come the principal function or chief 
concern of financial institutions. It 
should not interfere with the market for 
private capital. 

Ellsworth C. Alvord, Washington, 
D. C., attorney and treasurer of the 
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treasurer of the U. S. Chamber of Com- 
merce, spoke on “Post War Taxes.” 
Harry R. Schultz, Mutual of N. Y., 
chapter president, introduced the speak- 
ers. 


Face Medical, 
Hospital Care 
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The cost is figured at 4% of payroll, 
and this covers dependents of employes 
as well. This premium would be about 
double the annual expenditure of fami- 
lies in the $1,500 to $5,000 income group 
for medical and hospital care but those 
covered will be given considerably more 
service than at present, as it is estimated 
that the average family in this income 
bracket gets about half as much medical 
and hospital care as it should have. 
To meet this higher cost the plan 
contemplates that employers will pay 
half the amount. Enrollment will be on 
the group basis at first, either through 
employers or through unions but the 
hope is that after a backlog of selected 
risks has been built up on the group 
basis it will be possible to accept in- 
dividual cases. There will be maximum 
freedom of choice, not only in choos- 
ing the physician but in choosing the 
method of treatment. Mr. Carlton said 
that the practice is growing under which 
doctors poof their respective special 
skills in a hospital or health center. 
Mr. Carlton said that the limits and 
exclusions in ordinary insurance poli- 
cies, which are necessary for actuarial 
reasons, destroy their effectiveness from 
a medical standpoint since they do not 
meet the need for early diagnosis and 
preventive or constructive medicine. He 
expressed the hope that some of the life 
companies can be persuaded to cooper- 
ate with the plan in New York City. 


Zurich Group Man Speaks 


C. C. Clarke of Zurich’s group depart- 
ment, spoke instead of Neville Pilling, 
U. S. manager of Zurich, on what the 
insurance industry can do to help. Mr. 
Pilling being occupied with important 
Zurich board meetings in New York. 
He was frank in stating that the insur- 
ance industry has thus far done “ex- 
ceedingly little.’ He said that insurance 
must do some experimenting and pio- 
neering if it is going to make its con- 
tribution to solving the problem. 

Saying it was not Zurich but the 
head of an industrial corporation that 
crystallized the company’s thinking and 
got it to cover medical expenses on and 
off the job, Mr. Clarke observed that 
though the coverage had been written 
with misgivings, the company felt that if 
it was to be true to its trust it should 
go ahead and experiment. The insurance 
covered doctors’ bills up to $75 per 
illness. Care of eyes or teeth was ex- 
cluded, as were drugs, dressings, or 
medicines. Also accidents covered by 
workmen’s compensation were excluded. 

In 18 months’ experience the results 
have been definitely satisfactory, Mr. 
Clarke said, though he pointed out it 
is impossible to infer a general rule from 
one case, even though this was a large 
one. Zurich still doesn’t like the idea of 
paying for medical attention while the 
employe is able to work. For one thing 
these expenses are usually small and 
the real need is small. Second, there is 
the danger that employes may cooper- 
ate in long-drawn-out medical experi- 
ments, such as tests and treatments for 
allergies, causing a higher cost which 
hurts all the employes. 


Doctors’ Bills While Unable to Work 


Zurich has written a number of other 
medical care cases but covering only 
doctors’ bills while the employe is un- 
able to work. However, on this type of 
case the insurance pays from the first 
visit rather than the third, which was 
the case with the original type of cov- 
erage. The cost is 50 cents per employe 
per month. The next step is to provide 
similar protection of employes’ depen- 
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Life Insurance Only Way to 
Solve Partnership Problems 


NEW YORK—The fact that death 
dissolves a partnership is the corner- 
stone of the sales approach for business 
insurance to partners, H. Irwin, 
educational director Massachusetts Mu- 
tual, told the New York City Life 
Underwriters Association course in busi- 
ness insurance. “If the partners don’t 
solve the problem through life insurance, 
how are they going to meet it?” he 
asked. It can’t be avoided or evaded. 
Mr. Irwin gave the second of four lec- 
tures in the course which is using the 
business insurance booklets of Diamond 
Life Bulletins for text. The material in 
the texts is necessarily in condensed 
form and to get the complete picture it 
is necessary to refer to the complete 
Diamond Life Bulletins or some similar 
service, he asserted. 


Many Prospects in Daily Work 


Mr. Irwin portrayed a partnership as 
a teeter-totter; when one of the partners 
stops, the other is up in the air until 
he gets someone to take the other part- 
ner’s place. Many corporations are 
changing over to the partnership plan 
because of taxes and a great increase in 
the number of partnerships may be ex- 
pected when servicemen return to 
civilian life, he said. 

Many partners solicited for personal 
insurance will buy partnership insurance. 
Most of the sales will be to people the 
average life underwriter calls on in his 


daily work. He urged agents not to atl 


tempt to be lawyers. The prospect's at. 
torney can use effective third party ip. 
fluence if he considers that the agent 
is capable. Three things give prestige 
to an agent: A thorough and complete 
knowledge of settlement options; a thor. 
ough and complete understanding of 
underwriting problems, and a working 
knowledge of fundamental legal prin. 
ciples. 


Suggests Listing Ten, Prospects 


As a starter, to get the fullest benefits 
from the course, Mr. Irwin suggested 
each agent write down the names of 10 
partnership prospects. A commercial 
report is helpful. He listed a number 
of typical prospects including small 
manufacturers, retailers, builders, jewel- 
ers, architects, grocers, filling stations, 
retail lumber concerns, advertising agen- 
cies, automobile dealers, etc. 

Mr. Irwin discussed the advantages 
and disadvantages of partnerships and 
the difficulties facing the surviving part- 
ner and the deceased partner’s estate, 
He emphasized the necessity of having 
a written buy and sell agreement, high- 
lighting the discussion in the text. 

R. E. Myer, manager of Mutual Life 
chairman of the course, said H. F. Gray, 
general agent Connecticut Mutual, New 
York, would give the lecture on close 
corporations Nov. 30 in the Metropoli- 
tan auditorium. 








dents and Mr. Clarke expressed the 
hope that this can be done soon. 

Mr. Clarke said Zurich had experi- 
mented with providing hospital care for 
employes after they leave the employer, 
permitting them to continue the cover- 
age on an individual basis without evi- 
dence of insurability and on almost as 
comprehensive a basis as under the 
group plan. A similar move with re- 
spect to surgical benefits is planned. 

peaking with favor of cooperative 
enterprise among insurance companies, 
Mr. Clarke said that the challenge is 
there, that it can be met but that it 
will take the combined efforts of the 
insurance business, labor and the gov- 
ernment. 


Address of L. H. Pink 


L. H. Pink, president of Associated 
Hospital Service of New York and 
former New York insurance superin- 
tendent, described the workings of the 
Blue Cross system and said that ef- 
orts are being made to work out a 
national contract so that firms with of- 
fices or plants in different localities can 
get their needs covered in a single con- 
tract. The value of the Blue Cross 
principle is shown, he said, by the way 
the plan has grown. There are now 
77 local plans in the United States, 
Canada and Puerto Rico. 

Other speakers were Dr. Eveline M. 
Burns of Bryn Mawr College, former 
director of research of the National 
Resources Planning Board, who pre- 
sented the problem and told why a plan 
is needed; Dr. Frederick Williams, 
former president Bronx County Medical 
Society, who spoke on the attitude of 
local medical practitioners; Dr. McIvor 
Woody of the Standard Oil Company, 
who discussed the practice of industrial 
medicine; Knox Ide, president American 
Home Products Corporation, who told 
how industry can cover its employes; 
and John Pratt, executive administrator 
of the National Physicians Committee, 
who discussed the attitude of organized 
medicine. 

Mr. Pratt said that organized medi- 
cine is unqualifiedly opposed to com- 
pulsory insurance to provide medical 
care costs and said he thought that 
the solution was through the coordina- 
tion of many plans. 


Mutual Life Has 
National Mortgage 
Lending Program 


Initiation of a nation-wide mortgag 
lending program, on both residential 
and commercial properties, and the es- 
tablishment of new territorial organiz- 
tions for the placement of such loans, 
are announced by Mutual Life. 


The loans to be made are FHAL 


mortgages on medium priced owner-ot: 
cupied dwellings; conventional loans it 
the residential field and on commercial 
properties of moderate size; and special 
loans in other categories if they met 
prudent investment standards, The new 
program involves the appointment 0 
regional mortgage supervisors at tht 
home office, the establishment of sevet 
regional offices, each headed by a super 
visor; and the appointment of mortgagt 
correspondents and servicing agenciei 
throughout each territory. Initially, th 
company is concentrating its program 
in the southern, southwestern and Ps 
cific Coast areas, 

In connection with the new program, 
Arthur A. Boyle, manager of mort 
gages, announces the following offic 
appointments: Morris B. Ashton 3% 
home office supervisor of mortgagt 
loans for the Pacific Coast area; Alec 
C. Morgan as regional supervisor © 
mortgage loans for the southeaster] 
area with headquarters in Atlanta; W 
L. Selover as regional supervisor {0 
the New England area; George 4 
Nicoud as regional supervisor in thi 
southwestern area, with headquarters 














Dallas; Clifton M. Robbins as supet 
visor of FHA mortgage loans; af 
Johnson A. Webster as supervisor 
mortgage servicing. 

_ Robert B. Kay, in addition to cd 
tinuing his duties as supervisor 
building maintenance, will assume t 
duties of supervisor of building rentals 
- activity formerly headed by Mr. Rob 
ins. 














For accident and health sales {des 
use the Sales Section of the A. P 
Bulletins. Write The A. & H. Bulleti 
420 E. 4th St., Cincinnati 2, Ohio. 
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TO THE INFANTRYMEN 


A first wave, the second, third, fourth—on they come, the 
foot soldiers! With stabbing, clattering guns, they fought 
through days and nights of hell before the fall of Cher- 
bourge. Men determined to keep America a land of free, 
untrammelled, unregimented people! Men determined to 
rescue peace and prosperity from the unholy mess now 
cooking on the German borders! 


No planes, tanks, ships or trucks to carry them! Those 
lads started at Valley Forge. Ragged, barefoot soldiers then, 
fighting ice and snow as well as the enemy, they have 
‘marched on down through the history of our country— 
never giving in—fighting for the peace and presperity of 
you and I. In strange lands, filthy fox holes, under burning 
desert suns, or in the frozen north, they are fighting on— 
fighting to erase Tokyo’s threat, to defeat Hitler and his 
gangsters. 


We pledge to them our increasing efforts that they may 
march home again. head high, proud of the completion of 
their job. 











PEOPLES LIFE INSURANCE CO. 


“The Friendly Company’’ 
INDIANA 











The 


VOLUNTEER STATE LIFE 
Insurance Company 


Founded in 1903 


Chattanooga, Tennessee 


Cecil Woods 


President 


John A. Witherspoon 
V. P. and Director of Agencies 





@ Trying to go on living when the heart is aching...to meet old 
friends and listen to their words of sympathy... to not stop for 
an instant being a good mother to children too young to under- 
stand, all take faith. But the many pressing financial demands 
arising from the emergency situations that so often follow a hus- 
band’s death call for more than mere faith. 


This is why. ready cash sufficient in amount to pay any out- 
standing bills, loans, income taxes, funeral expenses or anything 
incident to the winding-up of the deceased husband’s affairs, can 
help the widow so much to face the future unafraid. 


If you are not acquainted with the Berkshire Triangle Pattern 
CLEAN-UP FUND plan to fill such needs, full details will gladly 


be given you upon request. 











ASK ANY Berkshire GENERAL AGENT 
LIFE INSURANGE COMPANY 


£ Incoy jorated 18 
PITTSFIELD¢ oo MASSACHUSETTS 


HARRISON L. AMBER, President 














1907 1944 


A WIDE VARIETY OF CONTRACTS REACHING 
THE LARGEST FIELD OF PROSPECTIVE BUYERS 


LIBERAL AGENCY CONTRACT 


All forms of Life, Intermediate, Family Group, 
Mortgage Cancellation and Bank Loan Plans 


Thirty-Seventh Year 








Write Agency Department 
For Complete Details 


Missour! INSURANCE COMPANY 


“An Old Line Legal Reserve Life Insurance Company With 
$28,000,000 Insurance in Force” 


Home Office 








1c Wet | St. Louis (8), Mo. | “ae | 
































THEY’VE SOLD MILLIONS! 


Evidence is pouring in from all parts of 
the United States and Canada that— 


THE D.L.B. BUSINESS 
INSURANCE BOOKS 
CLOSE CORPORATIONS 


; | 4 
: CORPORATIONS by 


LIFE INSU 
ESURANCE H. P. GRAVENGAARD 


Associate Editor of 
The Diamond Life Bulletins 








are helping thousands of Life Underwriters 
to achieve amazing results in the field of 
Business Insurance Sales! 





35000 ALREADY DISTRIBUTED 


. "__Throughout The United States, Canada, South America, Hawaii, and Porto Rico 


—TO LIFE UNDERWRITERS, AGENCIES, HOME OFFICES, ATTORNEYS, TRUST OFFICERS. 
BUSINESSMEN, UNIVERSITY AND CITY LIBRARIES, ETC. 


Here are a few samples of the endless flow of enthusiastic comments: 
‘These books have already produced hundreds-of-thousands of business for our Agency.” 
“We in the Home Office Agency believe this is the best material in Business Insurance with which 
we have worked.” 


“They closed a $225,000 case for us.” . . . “They closed a $60,000 case for me.” . . . “They closed 
$40,000 for me” . . . “We give them credit for at least $100,000 of good business the very first month 


in use in our Agency.” 
“These books are already getting a lot of extra business—both big and small—for our Company.” 


“I like them because they tell, without a lot of extra words, exactly what to do—the best way.” 


WITH THESE BOOKS ON HAND YOU NEED NEVER 
AGAIN FEAR A BUSINESS INSURANCE CASE! 


Leading Companies and Agencies, from the Biggest on down, are enthusiastic Users of these Books 
—for Reference, Study Course, Clinics, Meetings, preparing Proposals, and for Solicitation. 


Each Book Illustrated With A Practical Pictorial Summary 


THIS IS THE DAY OF BUSINESS INSURANCE! 


A Complete Set Of These Four Practical Books For Only $3 


THE DIAMOND LIFE BULLETINS 


420 EAST FOURTH ST. @ CINCINNATI 2, OHIO 





